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MORTON ELABORATES *™ 
ON FIRE RESERVES 


Explains Disposition of Interest Earn- 
ings on Investments in Letter 
To “The Globe” 








REFUTES UNTERMYER CHARGES 





Belief That Companies Manipulate 
Unearned Premiums to Glean 
Big Profits Untrue 





In a comprehensive and detailed state- 
ment, sent as a letter to Bruce Bliven, 
managing editor of “The Globe & Com- 
mercial Advertiser,’ John B. Morton, 


president of the National Board of ‘Firc 
Underwriters, delves deeper into the 
meanings of such terms as “reserves,’’ 
“interest carnings on investments fs and 
“profits.” He analyzes their real signifi 
cance in such a manner as to scatter the 
misconceptions about fire insurance born 
in the minds of many daily newspaper 
editors as a direct consequence of the 
misleading testimony brought out at. the 
Lockwood Committee investigations in 
New York through the skillful maneuver- 
ing of the chief counsel, Samuel Unter- 
myer. The major part of Mr. Morton's 
defense of fire insurance underwriting 
methods will be publishedin The Eastern 
Underwriter in two instalments. 

First you ask for further information 
on Items Nos. 4 (reserves) and 6 
(profits) and say: 

“In the testimon} given before the 
Untermyer committee, Mr. Best said 
that half the premiums collected suf- 
ficed to pay expenses, etc., and leave 
a margin of profit for the companies. 
The other half was set aside’ as a re- 
serve from which to meet losses. He 
further testified that the interest of 
this reserve was paid to stockholders 
and not to policyholders or applied to 
the business to reduce the. premium 
tate. He said that the interest on the 
Teserve in 1919 amounted to more than 
ten million in 1919 for the leading com- 
Panies in the exchange. He admitted 
that if the interest were added to the 
reserve fund the earnings of the com- 
panies would show an increase and that 
this action would possibly result in 
lower rates.” 

By the statements of the Committee’s 
Own expert we at once establish that 
there are no concealed profits, that all 
is regular and in strict accordance with 
the law and that: 

(1) Reserves of stock fire insur- 
aice are not too high; and 
(2) Profits from interest on in- 


(Continued on page 17) 
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First British Insurance Office Established in United States A. O. 1804 


1782 





HCENIX™: 


ASSURANCE COMPANY LT©® OF LONDON 


(ESTABLISHED 1782) 


A Corporation which has stood the test of time! 
139 YEARS of successful business operation. World- 


wide interests. Absolute security. Excellent service 


and facilities. 


UNITED STATES HEAD OFFICE 
100 WILLIAM STREET, NEW YORK CITY 


PERCIVAL BERESFORD, U. S. Manager 
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“‘Faithfulness and Sincerity first of all.’’ 


Confucius 


The old Chinese philosopher was not thinking of Fire Insurance 
when he made the above statement, but he did voice the policy of this 
company. 


For its liberality and just treatment known 
the world over, ask any U. S. agent. 


COMMERCIAL UNION 
ASSURANCE CO., Ltd. 


114 Fifth Avenue, N. Y. City 
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Lock Your Automobile -- 
Why Invite Thieves ? 


Your car unprotected does exactly 
that very thing. But it’s thief-proof 
if safeguarded with an 


“ABLE AUTO 
LOCK” 


Can be put on by any one without 
disturbing any of the original car 
equipment—but removed by no one. 


Price $15.00 
/ 


( EASTERN DISTRIBUTORS 
, PHILADELPHIA, PA. NEW YORK, N. Y. 


G.. W. Dickel & Co., Burglar Proof Auto Lock © 
1327 North Broad Street, 350 West 52nd Street, 
Popular 3424 Circle 4886 























., BOSTON, MASS. 
R. B. Clarke, 
701 Beacon Street 








$3.00 a Year; 25c. per Copy 


CORRECT USE OF 
OPTION FEATURES 


An Interesting Talk By John P. Gomph, 
Toledo, at Penn Mutual Life 
Convention 











AGENT’S DUTY TO HIS CLIENTS 





Men Who Sell Income Do More Busi- 
ness Than Others; Business 
Depression Cure 





John P. Gomph, of Toledo, O., de- 
livered an address on policy options 
before the recent Penn Mutual field 
convention in Atlantic City which has 
attracted considerable attention. He 
believes that options are not so gen- 
erally understood and used as they 
should be, but if correctly used it would 
go a great way in bolstering up vol- 
ume of business in a period of depres- 
sion. 

“Practically,” said Mr. Gomph, “all 
companies have options of settlement 
to the beneficiary in some form or 
other, but for some time -«past, it has 
been apparent that these options were 
not being used to any considerable ex- 
tent in any of the companies. Yet, 
they were put in the contracts only 
after careful and deliberate considera- 
tion as to their desirability. We are 
all more or less familiar with their 
provisions and know the many fine ar- 
rangements that can be made by their 
use. Furthermore, we all believe they 
are a necessary part of life insurance 
contracts, and we Penn Mutual men 
know that no other company excels 
our contract in this particular. This 
being true, why is it then that greater 
use is not made of optional settlements 
to beneficiaries? 

Charge That Income Features Are Com- 
petitive 


“During the past few months there 
have been held in various parts of the 
country, sales conventions for life in- 
surance salesmen, and these meetings 
have been addressed by some of the 
best minds and leading life underwrit- 
ers that the country could produce, and 
one of the most—if not the most—dis- 
cussed topic was Income Insurance or 
Optional Settlements, and this phrase 
was continuously heard: ‘Every policy, 
old or new, for $1,000 or $100,000, that 
is intended for family support or old 
age support ought to be made payable 
in monthly income, never In a lump 
sum.’ 


“Most of us personally know of cases 
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where death losses paid in one sum 
have, for one reason or other, failed 
to do -what,they should have done. We 
all know the dangers and pitfalls that 
lie ahead of the widow, children or 
other beneficiaries, of having dumper 
into their laps sums of money which, 
in most cases, is more than they have 
ever seen before at one time. Is it 
reasonable to expect them to invest it 
wisely and to secure the greatest re- 
turns? We are told that 90 per cent 
of all estates of over $5,000 are lost 
or dissipated within seven years. 

“It has been said that the income 
features are competitive and were 
placed in the contract to be used to 
get an interview or to arouse interest 
in our proposals, and that once ap- 
proval is secured, the contract is 
written, in most. instances, in one 
sum, and left until later to arrange 
the Optional Settlements, which in 
most cases is seldom done. I do not 
feel that this is fair to the policy- 
holder or to his beneficiary, that the 
agent has done. his work completely 
for which he receives his commission. 
It is not sufficient for the agent to 
say: ‘Well, I told him all about it, 
that they were a part of the contract 
and that he could use them or no, 
just as he saw fit.’ This is not satis- 
factory service or good underwriting. 


“The applicant will put off the ar- 
ranging of the settlement provisions 
of his policies just the same as he will 
postpone making his will. 

“When insurance is sold in this man- 
ner, we are not giving the policyholder 
his money’s worth, and as agents we 
are not fully earning our commissions. 

“Most authorities agree as to the 
greater security of insurance monies 
paid under income provisions rather 
than in lump sums, even though the 
amount of the policy is small. 

“There is much evidence to prove 
that skillful agents, by showing what 
insurance arranged under the Income 
Provisions will do for beneficiaries. can 
show the inadequacy of their clients’ 
insurance, and consequently greatly in- 
crease their sales. 

Average Size of Life Income Policies 

“One of the leading Eastern com- 
panies recently compiled some signifi- 
cant figures showing that the average 
size of life income policies issued in 
1919 was $9,500, as compared with the 
average of all other forms of $3.516. 
What do these figures mean? Thev 
mean that the agents who sell Income 
Insurance sell more business and con- 
sequently make more money and ren- 
der greater service. 

“A few years ago a friend of mine 
learned that the executive vice-presi- 
dent of one of our large industries 
had a $10,000 policy in his compaay 
payable in one sum. Just before the 
next premium became due, he secured 
an interview with this man and stated 
to him: ‘You have a premium due 
in my company in a few days and J 
am here to tell you that you are not 
getting your money’s worth.’ I do not 
need to tell you what happened, the 
‘Lid’ was off, of course. That man was 
interested at once and he wanted tv 
know why. He was a quick thinker an‘ 
a man of action. $90,000 was applied 
for, bringing him to the limit of his 
company. ‘Does selling Income Insur- 
ance pay?’ 

“T might add that this man’s widow 
is now receiving $4,500 a year on that 
insurance under the interest privilege 
for her lifetime, and at her death the 
proceeds are to be paid in equal sums 
to the two sons of that man, provided 
they have attained certain ages. That 
is what I call service. 

“Conceding that the Income Settle- 
ment Options are a valuable and serv- 
iceable part of our policies, making 
for sure and unfailing income to bene- 
ficiary dependents, and that larger aver- 
age policies can be sold, thus enabling 


the agent to sell increased volume and 


thereby make more commissions for 
himself, why is it, then, that the aver- 
age agent does not write more appli- 
cations under the opticns? 

“T am convinced that it is one of two 
reasons: Wither because he does not 





Improved Disability Provision 


Claim may be made as soon as disability ‘occurs—no p.obationary 


period. 


Payments begin immediately on approval of claim—no proba 


tionary period. 


Monthly payments, lifelong, conditioned on permanence of dis- 


ability. 


= 
Immediate waiver of future premiums—no waiting until next 


anniversary. 


Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s old 
est legal reserve life insurance company still closer to the needs of 


the insuring public. 








For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 





know enough about them or is not in- 
terested enough to take the time and 
trouble to give this service to his 
clients, and I fear that the last reason 
is the true one, because it does take a 
little time, often a great deal of time, 
to arrange your clients’ policies under 
proper Settlement Options. This is a 


serious matter and should have atten- 
tion of company and agency managers. 
Income Settlement 

“Agency schools should be held and 
the Income Settlement provisions of 
the contract carefully studied in detail, 
and every agent requiréd to make up 
the various arrangéments that are pos- 








The Guardian 








Liabilities .. 


Surplus and Dividend Fund....... 








For information regarding the opportunities avail- 
able in the agency organization of this Company to 
men who can measure up to them, address 


Company of America 
Established 1860 Under the Laws of the State of New York 





Outstanding results for 1920, the greatest year in the 
Company’s history. 





New Insurance paid for............$ 46,490,818 
Insurance in Force................ 228,620,496 
Increase in Insurance in Force...... 


eee eee eee eee eee eeeee 








The past year was notable for further development 
of the Guardian’s comprehensive plan of agency 
cooperation. 


Life Insurance 


28,392,951 
60,720,151 
55,695,923 

5,024,228 








T. Louis Hansen, Vice-President 
50 Union Square, 


New York 
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sible with different combinations of the 
options, and he should be Carefully jp. 


formed as to just what is possipj, 
under them. 
“If these options are all that jg 


claimed for them, they should be yer, 
generally used; if not, what is the yg, 
of just filling up the contract with only 
a talking point? 

“If the agents are fully informad 
concerning the uses of the options an) 
will fortify themselves with the aro. 
ments for their use that are obtainabje 
and will then present them to their old 
policyholders"large and small, and the 
many new prospects that are now ayai). 
able, the business slump that most com: 
panies are experiencing will be over. 
come and they will have the «atigfae. 
tion of seeing their business increase) 
with the resultant increase in thei; 
commissions, and best of all, the know. 
edge of service well done. 


“I would like to suggest that we g) 
home from this meeting using the 
slogan: ‘Every policy, old or new, for 
$1,000 or $100,000, that is intended for 
family support or old age support, 
ought to be made payable in monthly 
income, never in a lump sum.’ thys 
filling our agents full of the desire io 
perform the greatest service for their 


policyholders. and for the new ones, 
which the added enthusiasm will aig 
them to get, thus the slump we arenow 
experiencing will be greatly overcome, 

“ ‘Speed up! There are no hard 
times coming—just soft times going’ ” 





“BUSTS” ALL ITS RECORDS 





Missouri State Life Field Men Turn In 
$10,000,000 in August Honoring Vice. 
President ° Lawrence 





The whole agency force of the Mis 
souri State Life was aroused during 
August when they set out to do honor 


to T. W. Lawrence, vice-president of 
the company, with the result that more 
than $10,000,000 of business was turned 
in during the month establishing a new 
production record for the company. 
Acknowledging the testimonia! and in 
thanking the field force Mr. Lawrence 
addressed a letter to the producers in 
which he said in part: 

“Congratulations! In the month of 
August you have broken all August rec- 
ords for previous years. 

“T assure you I appreciate to the very 
fullest the honor and personal compli- 
ment you have paid me in making Aug- 
ust ‘Lawrence Month’ and setting up 2 
new record. My enforced vacation 
benefited me tremendously, but the it- 
spiration of this splended work on your 
part did me twice as much good. 

“The promptness with which you 
men returned to your work from the 
conventions and your vacations indi 
cates increased sales efficiency and al 
so a loyalty and spirit on your part that 
has made and is making our Compaly 
one of the greatest in the world.” 





NATIONAL FRATERNAL CONGRESS 





Advocates “Whole Family Protection” 
Laws at Its Meeting in 
Chicago 





Chicago, Sept. 6.—Support for “whole 
family protection” laws in the various 
states was urged in resolutions adopted 
by the National Fraternal Conzress 4 
its sessions in Chicago last week. The 
importance of complying with stale 
laws by getting on an adequate rate 
basis promptly and the use of excess 
interest earnings as a valua‘ion ass® 
were the chief topics under discussi0?. 
The latter question is to be taken 
by the insurance commissioners at thet 
Louisville meeting. Reports submitted 
show that lapses: in 1920 were 75 per 
cent of the new admigsions. The laps 
ratio per 1,000 increased from 84.38 in 
1919 to 97.4 in 1920. The next meeting 
will be held in Montreal. 
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Moore and Summers 
Become Partners 


yEW BOSTON GENERAL AGENTS 





Appointed to Manage Home Office 
Agency of New England 
Mutual Life 





A news announcement by the New 
England Mutual Life this week will 
gmmand nationwide attention because 
gf the promimence of the two men in- 


yolved. ; 

Robert W. Moore, Jr., and Merle G. 
gummers have been made _ general 
jgents of the Home Office Agency of 
the New England Mutual Life, effec- 
tive October 1. The Company in its 
announcement ealls it “the most im- 
portant agency appointment made by 
the Company in many years.” 

Careers of New General Agents 

Mr. Moore became associated with 
ihe Home Office Agency as an agent 
shortly after his graduation from Col- 
gate University, Class of 13. He has a 
geommanding, attractive personality, 
and proved himself instinctively a life 
man from the start. It is good for life 

surance that men of the type of Mr. 

oore are members of the fraternity, 
and that he has won high honors in so 
short a period will give genuine pleas- 
ire to many people. 

Mr. Summers has been one of the 
leading producers of the Massachusetts 
Mutual Life. He too is a young man 
who gained life insurance honors soon 
after his entry into the business, which 
was with the well-known Curtis agency. 
He is a Harvard Law School graduate, 
glass of ’14, and has made a special 
study of the insurance needs of men of 
affairs. His training has been excel- 
ag and only recently he was one of 
the leading figures in the closing of 
a $1,000,000 case. 

In speaking of the new genera! 

ents The New England Mutual says: 
|| “These young men are blessed with 
health, personality, enthusiasm and the 
teal insurance instinct; they are suc- 
eessful writers of insurance, and have 

ed the recognition which is now 


n. 
"The Agency Office will be located 
the first floor in the Company Build- 
g, No. 97 Milk Street, and will be oc- 
tipied after extensive alterations, now 
fh rocess, are completed.” 





| | JESSE R. CLARK STRICKEN 





Union Central Life President in Hospi- 
ital at Petoskey, Mich., Follow- 
ing Attack 





|@leveland, September 6.—President 
¥esse R. Clark, of the Union Central 
of Cincinnati, Ohio, was stricken 
paralysis today, and is in a 
ital in Petoskey, Michigan. Mr. 
k has not been in good health for 
time. The facts relating to Mr. 
ar k’s condition were announced at the 
onyention of the National Association 
OtLife Underwriters. The news came 
great shock to the delegates at- 















bd by a committee of association 
hbers of which Charles Jerome Kd- 
8 was chairman, and passed, an‘ 
adopted by the convention. 
r. Clark is a native of Cincinnati, 
Ving been born in that city in 1854. 
father was one of the founders of 
Mr. Clark 
entered the services of the Union Cen- 
- a8 a clerk. He was advanced 
h the various departments of the 
company and elected president in 1906. 
The news of his being stricken down 
i come ag a shock to life 
all over the.country, among 
Mr. Clark occupies a high place. 
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The Prudential 


Insurance 


Company 
of America 





FORREST F. DRYDEN 
President 


HOME OFFICE 


Incorporated Under the Laws of the State of New Jersey 





Newark, N. J. 








F. S. Crum, Prudential, 
Statistician, Drowns 


WAS WITH COMPANY 23 YEARS 


Distinguished Writer of Experience 
Books and Papers; Stood Well 
With Actuaries 





Frederick S. Crum, assistant statis- 
tician of The Prudential, and widely 
known among actuaries, was drowned 
on Friday night of last week near 
Oakland, Me., where he went some 
weeks ago with his family to spend his 
vacation. He was closely associated 
with Dr. Frederick S. Hoffman of The 
Prudential for many years; in fact, he 
had been in the organization for twenty- 
three years. An active member of the 
Actuarial Society and an _ intelligent 
and prolific writer on technical and 
semi-technical insurance subjects and 
topics allied thereto, his works had a 
wide currency. One of the most quoted 
was his booklet on automobile accidents 
and deaths, which has been extensively 
quoted in the insurance press and else- 
where. 

Mr. Crum was forty-nine years old, 
and a native of Cayuga County, N. Y 
He was a graduate of Cornell, from 
which college he received the degree of 
Ph. D. Some years ago he was a mem- 
ber of the Newark Board of Health. 
He was considered one of the best au- 
thorities in the country on infant mor- 
tality. At the time of his death he was 
chairman of the committee on statis- 
tics, public safety section, National Safe- 
ty Council. A widow and two children 
survive him. 





AGENCY MEETINGS 

The Equitable Society has issued a 

booklet outlining plans for twenty 

local agency meetings. The general 
suggestions for conducting the weekly 
meetings follow: 

1. The attendance of the agents at 
these meetings should be made a 
definite requirement by the 
Manager. . 

2. Although the time of the meeting 
is optional with the Manager, the 
most satisfactory time is Monday 
morning from 9 A. M. to 10 or 
10:30 A. M. 

3. The meetings should not take 
more than an hour, or an hour 
and a half. 

4. The Manager should lead an occa- 
sional meeting and assist the 
leader at all other meetings. A 
well qualified leader should be ap- 
pointed for each meeting. 

5. It is imperative that the essential 
points in the Manual be discussed 
during the meeting. 

6. It is suggested that the leader read 
portions of the Manual during the 
meeting; that is, a _ sufficient 
amount to make sure that the ma- 
terial under discussion is thor- 
oughly understood by the agents. 

7. Questions on the lesson’ topic 
should be asked by the leader in 
order to make sure that the ma- 
terial which has been assigned for 
the week’s meeting has been care 
fully read by the agents. 

. There should be some time set 
aside during each meeting for the 
discussion of local questions relat- 
ing to the agents’ problems. 

. Agents should be encouraged to 
ask questions during the meeting. 

. No meeting should pass without 
the opportunity for the recital of 
the personal experiences of agents 
which have a bearing on the topic 
under discussion. 

. The meeting should be closed by 
the leader with a summary of the 
essential points of the meeting. 

. Before dismissal, the leader should 
announce the topic for the next 
meeting, giving the pages in the 
Manual which he expects all the 
agents to read. 
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Progress of the Equitable 


NEW FEATURES INTRODUCED IN A DECADE 








Group Life Insurance Non-Cancellable Accident 
Group Disability Insurance and Health Insurance 
Safety Inspections for Groups Premium Waiver Clause 


Home Purchase Insurance Disability Income Clause 
Refund and Cash Refund Annuity Double Indemnity Provision 


Income Bonds for Old Age Excess Interest Dividends 

New Convertible Policy Post Mortem Dividend 
Corporate Policy Endowment Conversion Privilege 
Endowment Annuity at 65 Educational Fund Agreement 
Liberty Bond Policy Salary Continuance Agreement 
Retirement Annuity Free Health Examinations 

New Survivorship Annuity Special Training for Agents 











PROTECTION 
THAT 
PROTECTS 


INSURANCE 
THAT 
INSURES 








GROWTH IN A DECADE 
1920 IgIo Increase 
Outstanding Insurance Dec. 31st. $2,656,524,071 $1,347,158,692 $1,309,366,279 
New Insurance................. 520,559,021 107,965,091 421,594,830 
Assets Dec. 31st............... 627,141,737 492,197,585 134,044,152 
Liabilities Dec. 31st............ 539,140,795 409,538,600 129,602,195 
Premium Income............... 05,354,787 53,160,164 42,194,623 
pe Ree eee ee 132,156,942 76,289,493 55,867,449 
Payments to Policyholders...... 72,683,550 53,119,670 19,563,880 











THE EQUITABLE 


LIFE ASSURANCE SOCIETY 
of the UNITED STATES 


120 Broadway New York 
W. A. DAY, President 
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Company of 


Founded 1865 


The Provident Life and Trust 


(Pennsylvania) 


Philadelphia 





“Tantamount to a Sight Draft” 


A Provident Long Endowment is not only payable immedi- 
ately should the insured die; if he lives to the maturing date 
specified in the policy, it is tantamount to a sight draft. 




















LIFE INSURANCE COMPANY 


| OF BOSTON. MASSACHUSETTS 
In Business Since 1862 


Insures all classes of selected lives, issuing policies on the ordinary, in- 
termediate and industrial plan at all ages. 
and permanent disability. Policies of the company are made secure by 
reserves maintained on the highest standard, with additional contingent 
reserves providing protection against all emergencies. 
Advice on any matter relating to Life Insurance is 
time through the Agencies or Home Office of this Company. 





t also insures against total 


Information and 
Available at any 

















~ Bureaucratic | 
Red Tape — 


_——_— 








James D. Williams, who was a cap- 
tain in the 305th Infantry in France, 
has written a letter to an official of 
the War Risk Bureau, which throws 
some light on bureaucratic red tape, 
and which is self-explanatory: 
July 25, 1921. 

sir: Your letter of July 23 is duly 
received and carefully noted. 

[had supposed that it was one of the 
duties of the Bureau of War Risk In- 
surance to aid soldiers in the presenta- 
tion of their claims for compensation. 

Apparently it is your function in life 
to throw every obstacle in the way of 
the proper presentation of such claims. 

Under date of June 28, 1921, I wrote 
you referring to your letter of May 28, 
1921, * * * copy of which had been 
furnished me, in which you stated that 
it was necessary for this soldier to fur- 
nish additional evidence. In your let- 
ter of May 28 you referred to a letter 
of date April 4, 1921, which was sent 
tothe soldier at the address given in 
his application, Street, New 
York, by the medical authorities of your 
bureau. 

In order that I might obtain the nec- 
essary information of what was re- 
quired of the soldier I asked you under 
date of June 28, 1921, to forward to me 
acopy of your letter of April 4, 1921, 
so that I could take it up with the sol- 
dier and with the medical authorities 
at Seton Hospital, where the soldier 
now is located, and secure for you the 
information required. 

In my letter of June 28 I called your 
attention to the fact that on the sol- 
dier’s discharge it was noted, “Wounds 
received in service: Gassed.” And in 
order that you might have directly be- 
fore you information regarding this sol- 
dier I further stated that he was a cor- 
poral in Company M, 3d Battalion, 305th 
Infantry, which was very heavily gassed 
while holding the position across the 
oo River on August 12 to August 15, 





I further stated that the soldier was 
at present in Seton Hospital, apparent- 
ly suffering from incipient tuberculosis 
and that his mother was badly in need 
of money. 





In conclusion, I requested you to do 
everything you could to expedite this 
case for that reason. 

It took two weeks to answer that let- 
ter, and under date of July 11 you re- 
plied, advising me that instead of send- 
ing me a copy of the letter of April 4 
you had sent a second letter under date 
of July 7 to Street. This letter, 
you state, “outlined the additional evi- 
dence requested by the bureau.” 

Under date of July 12 I replied and 
requested that a copy of this second let- 
ter, date July 7, 1921, should be sent to 
me, calling attention for the second 
time to the fact that Corporal 
was in the Seton Hospital and there- 
fore not very likely to receive a letter 
sent to him at Street. 

You succeeded in replying to my let- 
ter of July 12 in eleven days, and you 
now state that “under date of July 20 
the bureau requested the claimant to 
submit additional evidence.” 

In the language of General Dawes, 
I should like to know why in hell you 
cannot send me the copies of your cor- 
respondence, stating what additional 
evidence is required, so that I can ob- 
tain it for Corporal , and, if the 
evidence is proper, secure for this sol- 
dier the compensation to which he is 
entitled and which a grateful country 
is eager to award him. 

It is now nearly four. months since 
your letter of April 4, 1921, was sent to 
the claimant at a wrong address. 

If Corporal had been as 
prompt in going to the Vesle as you 
have been in trying to secure for him 
compensation for the wounds that his 
discharge certificate shows him to have 
received there I doubt if you would be 
sitting in your chair at Washington at 
the present moment: : 

I note that you take the liberty in 
your letter of July 23 of referring to 
Corporal as my “client.” Possi- 
bly you will be interested to know that 
the 305th Infantry has organized a com- 
mittee to look after the cases of its 
former members or their families. The 
necessity of having this committee is 
largely due to the stupidity of men like 
yourself and their blundering refusals 
to recognize the just claims of wounded 
men. At the request of this committee 
I took up the case of Corporal , 
and intend to see it through in spite of 
every obstacle which you can place in 
his way. JAMES D. WILLIAMS, 

Formerly Captain 305th Infantry. 
































€ years to come, 





For Over Seventy Years 


On August 1, 1851, the Massachusetts Mutual issued its first policy. 
From that day to this its constant endeavor has been to furnish the best 
Possible life insurance protection at the lowest possible net cost. That 
it has succeeded is shown by the enviable reputation which the Company | 
enjoys among those who buy insurance and among those who sell it. 

ficient service and a square deal for everyone have been its watch- 
words for over Seventy Years. They will be its watchwords throughout 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 























| Great Letter 
From Insured | 





George W. Gerlach, of Jersey City, 
one of the leading business men of 
New Jersey, has written a letter to 
Hiram Reynolds, of the Union Central, 
New York and Ossining, N. Y., which 
is a remarkable document, Read it 
yourself. 

GEORGE W. GERLACH 
Morgan and Warren Streets 
Jersey City, N. J. 
August 8th, 1921, 
Mr. Hiram R. Reynolds, 
233 Broadway, 
New York City. 
Dear Mr. Reynolds: 

I am somewhat astonished at your 
inquiry as to what I think of insurance, 
It sounds about as reasonable as if you 
asked me, “What do I think of a 
home?” But I assume it is human 
nature to follow the line of least re- 
sistance, and as a home is essential to 
life, the selfish instinct of man supplies 
the physical necessity and neglects the 
moral obligation of protection. 

The only man who might honestly 
say he was not interested in insurance 
would be an orphan, without a relative 
in the world, a bachelor, and an atheist. 

I believe it was Bacon who said 
that he who has a wife and children 
has given hostages to the future. 

All who have incurred the obligation 
and responsibility of a family recognize 
the necessity of providing for the bare 
necessities of life, but, unfortunately, 
they do not seem to realize that the 
obligation is just as pressing and the 
demands of existing even greater after 
the head of the family dies, than 
before. 

It would seem to me that pride alone, 
if nothing else, should be a sufficient 
incentive for any man to perpetuate, 
not only his name but his influence, 
and if he can insure his income, it 
would enable his dependants to carry 
on the plans which he had sponsored 
during life, and would practically cre- 
ate an extension of his personality and 
a continuance of his ideas, after death. 

In these days of income and inheri- 
tance taxes, insurance becomes a rich 


_ 





man’s necessity, and the economical 
situation is such that it is a poor man’s 
need. 

I do not consider insurance as a 
substitute for a savings bank, nor an 
investment, nor anything other thar a 
straight protection, but I have known 
80 many cases where insurance, in- 
stead of proving a protection, was left 
to a beneficiary who had absolutely no 
conception of business and on account 
of poor advice and counsel the money 
which might have been a source of 
steady income was lost and the very 
idea of protection, in these cases, was 
defeated. 

It is my personal opinion that the 
highest type of insurance today is in- 
come insurance. The principal supply- 
ing the income is safeguarded and 
invested by the soundest financial 
companies in the world, providing the 
beneficiary with a sure and certain in- 
come for a number of years, after the 
death of the insured. 

Yours very truly, 
GEO. W. GERLACH. 
“When you see me, don’t think of 
insurance; but when you think of 
insurance, see me.” 
WRITE, PHONE OR SEE 
HIRAM R,. REYNOLDS 
Insurance Broker 





SAYS MEN ARE LIVING LONGER 

The span of life of man has length- 
ened fully four years within the last 
quarter of a century, in spite of the 
extra hazards which have come with 
twentieth century progress. 

So declares Dr. George W. Hoglan, 
secretary of the American Insurance 
Union, which will hold its quadrennial 
meeting here Sept. 20 to 22, inclusive. 





JOINS ACCIDENT BUREAU 

The Phoenix Mutual Life of Hartford 
has been elected a member of the Bu- 
reau of Personal Accident and Health 
Underwriters. It has been noticeable 
that several of the latest accessions 
to the membership of this organization 
have been life insurance companies. 





Members of the Peoria Life’s $200,000 
Club, which met in Boston recently, 
were shown the sights of New York 
last week. This Company for the first 
six months of 1921 had terminations of 
only 4 per cent. 











Confidence - Ability - Service 


The Splendid Record of the Past Year is a Challenge that will 
be met by every Fearless Agent who Grasps the Fact that 
Nothing can Defeat Diligent and Honest Toil. 


1921 Will Reward Workers, but not Shirkers 


New England Mutual Life Insurance Co. 
87 Milk Street, Boston 


Seventy-seven Years of Faithful Service 
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Protection Needed 
In Time of Stress 


SUCCESSFUL ARGUMENTS USED 





“See Me Again When Business Looks 
Up” is An Objection Which 
Can Be Overcome 





Life agents in the Old Country are 
being faced with the same poser as are 
those on this side of the Atlantié¢. 
They find a large number of prospects 
making the trade depression an excuse 
for putting off the application for life 
insurance. “The Insurance Mail,” a 
weekly published by Stone & Cox in 
London, England, has had a timely con- 
test for its readers on how to deal with 
this excuse. The problem was present- 
ed thus: 

How would you deal with a prospect 
who says: 

“See me again when trade looks 
up?” You have reason to believe that 
he can well afford the premium, 
though it is true, that he has latterly 
been making less profit than pre- 
viously. You believe that he is one 
of those persons who will not face 
problems until they are forced to do 
so, and that he is using the hard 
times as an excuse. 

The following are some of the re- 
plies received in the contest: 

“I will give my own experience of a 
prospect who greeted me with the same 
remark or words to that effect. I ap- 
pealed to the prospect’s sentiment, and 
endeavored to create in his mind a 
mental picture of himself as guardian 
of his family and home, and how a life 
assurance policy strengthened his posi- 
tion. I gave him real cases of people 
locally who had benefited by life assur- 
ance, and who otherwise would have 
suffered untold hardship. I proved to 
him that slack times and poor trade 
only showed’ the greater need, and 
spoke of the injustice to the family 
whilst uninsured. I further proved to 
him the investment value of life assur- 
ance, and that it is not a question of 
expense, but saving. 

“The prospect, after a few questions, 
decided to take my advice and signed 
the proposal.” P 

“This is a frequent and sometimes al- 
most insurmountable excuse.” In nine 
cases out of ten it is only an excuse— 
an excuse to put you off. Such pros- 
pects require firmness and concentra- 
tion. In this particular case I should 
put before the prospect, with all the 








emphasis I was capable of, the greater 
need there was for an insurance pro- 
tection when affairs were not so pros- 
perous than when there was no need 
of worry. ‘By taking out as substan- 
tial a policy as you are able to afford, 
you have the satisfaction of knowing 
that, if your death occurred, even 
though your business was experiencing 
a slump at the time, your family would 
be protected against serious loss.” 

“If I were sure of being able to see 
you, sir, in the future, when trade is 
again on the boom, I wouldn’t trouble 
you further, but it is because there is 
that fateful possibility of ‘the door be- 
ing opened to me by your widow that 
I press you here and now to put your 
signature to this application. Bad 
trade is transitory, but death is perma- 
nent and irrevocable. That demon of 
procrastination has helped to fill many 
orphanages, aye, and workhouses. This 
is not an alarmist picture, but a solid 
fact. By applying for this $5,000 you 
are doing your best to ensure that your 
dependents will not feel the pinch of 
penury when the Reaper comes your 
way. Life insurance is a wonderful 
and comforting thing. I venture to say 
that many a man’s last hours have 
been less bitter because of that pre- 
cious document, a life policy for an 
adequate amount,- locked up in his 
safe. That document will help to com- 
plete or take up his life work. As 
man to man, I say do it now. Tomor- 
row and the future are not ours to plan. 
A check for about $125 will put $5,000 
at the disposal of your family in the 
event of your death, By the time the 
second premium is due, trade will prob- 
ably have. so improved that you will be 
applying for the secorid $5,000. You 
can use my fountain pen if you like.” 

“Like you, sir, I deplore the present 
state of trade; yet, on reflection, you 
will admit that it cannot be pleaded as 
a legitimate excuse for neglecting to 
insure. Admitted profits are less and 
capital somewhat depreciated. But thi 
is only transitory; and whatever eco 
omy may be necessitated it must cer- 
tainly not be at the expense of your in- 
surance. I need not point out to you, 
a business man, that the essential prin- 
ciple of insurance is protection. You 
know full well that if you had $20,000 
worth of stock on your premises you 
would not rest at night if you left it un- 
protected against fire. Surely the same 
argument is available in this case? Old 
and young, rich and poor, are all li- 
able; none know when the inevitable 
may happen, and whatever prosperity 
you may now enjoy, you cannot guar- 
antee your financial position at your 
decease. It is, therefore, incumbent 
upon you to protect your dependents 


MR. SUCCESSFUL LIFE INSURANCE AGENT: 


Do you want to secure a General Agency for yourself? If so, read 
this, it is 


WORTH KNOWING 





A $5,000 Policy in the United Life and Accident Insurance Company 
guarantees 

FIRST, that in case of death from any cause, $5,000, the face of the 

Policy, will be paid. 


SECOND, that in case of death from any ACCIDENT, $10,000, or 
double the face of the Policy, will be paid. 


THIRD, that in case of death from certain specified accident, $15,000, 
or THREE TIMES the face of the Policy, will be paid. 


_ FOURTH, that in case of total disability as a result of accidental 
injury, the Company will pay direct to the insured at the rate of $50 
PER WE during such disability, but not to exceed 52 weeks, after 
which the weekly indemnity will be at the rate of $25 PER WEEK 


throughout the period of disability. Can insurance do MORE? 


And 


why should any man be satisfied with.a policy that would do less? 


Annual Premium, Age 35, Ordinary Life, $128.05. Twenty Payment 
Life, $167.10. Twenty Year Endowment, $235.10. 


United Life and Accident Insurance Co. 
Home Office, United Life Building, Concord, New Hampshire 
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New York Life Insurance Co, 


(Incorporated under the laws of the State of New York) 
346 & 348 Broadway, New York, N. Y. 


DARWIN P. KINGSLEY, President 





Income, 1920 


Promina esha ods s¥i ves dea. ar) te ee pete’ dM $142,672,244 
Interest and Rents 





























Od abt quineehd ag oheG 5 wank Gu Daancsencalce vitclb ud 44,335.00. 
St, Sena R ai ep uaiany toate ete pale gated oi «: 6,782 pr 
gS Se tor eee aera Laetin ip vince eed $193,790, 133 
Paid Policy-holders, 1920 
TD iii HE NSE. oc bb ocie's bcc c'so cecearts $35,036,558 
INES A (FES SE EAR RO aera: 24,399,171 
ME. 6 int ost ko scike oo: cca ule cePbeusce de be teste toes. 31,981,555 
Surrender Values, etc.............. TIVRTECECELE NT eta g 23,432 318 
SOE OP PIII. oo ona so ERG vob Ue DUN oe ebae $114,849,597 
New Paid Insurance in 1920................0.cceceecee $693,979, 400 
Admitted Assets, January 1, 1921....................... $966,664,397 
Legal Liabilities, January 1, 1921......... RE REE Le aasie $841,255,357 
Reserve for Dividends and Other a $125,409,040 
Insurance in Force, January 1, 1921.................... $3,537,298,756 
BOARD OF DIRECTORS 
LAWRENCE F. ABBOTT WILLAR A 
ALFRED L. AIKEN DARWIN P. KINASLEY 
OHN E. ANDRUS RICHARD I. MANNING 
RNELIUS N. BLISS J JOHN G, MILBURN 
NICHOLAS MURRAY BUTLER GERRISH H. MILLIKEN 
GEORGE B ORTELYOU ‘RANK PRESBREY 
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A BARTON HEERORN fer G_H. REVELL 
YEON ON HEEB EORGE M. EYNOLDS 
GRANGER A. HOLLISTER HIRAM = SreReE” 
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—7% FARM MORTGAGES _ 





represent the most dependable income pro- 
ducing securities obtainable today. 


For 37 years The F. B. Collins Investment 
Company has sold their seasoned securities 
to investors who desired to build up for 


themselves a dependable income while 
living. 


It will cost you nothing to investigate the 
superior merits of Collins Farm Mortgages. 


Send for free Booklets “Why Collins 
Farm Mortgages are Safe,” “As Others See 
Us” and “8% Collateral Trust Bonds.” They 
will show you the way to future happiness 
and independence. 





THE F. B. COLLINS INVESTMENT COMPANY 








Members Farm Mortgage Bankers Association of America 


727 Monadnock Block HOME OFFICE: 
CHICAGO Oklahoma City, Oklahoma 
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——t 
at once. My company is well managed 
efficiently organized. Your secur- 
ity is ample and solid, and practically 
as safe aS the Bank of England. Let 
me strongly urge you to give me a pro- 
posal now for a policy similar to this. 
its value, you must admit, is incalcula- 
ble, for by no other means is it posst- 
ple to effect the same benefits with the 
absolute security of a sound, irreproach- 
able, well managed, first-class life in- 
surance company. 

“| suppose, sir, that business has 
quieted down a bit. All the more rea- 
son why you should take out a. policy 
now, When capital is not increasing 
igs quickly as one would wish by the 
ordinary methods, then it is the time 
that a large proportion of our insur- 
ers take out their poiicies. Why? Be- 
cause a Small outlay instantly increases 
the value of their estates by 1,000 per 
cent or more of their payments. I sup- 
pose if you had to meet a business bill 
of $100, you would have no difficulty 
in doing so. You should hope not, nor 
double that amount. Of course you 
wouldn’t. Then, if you decided to put 
down at the present time $250 for life 
insurance, you certainly could do so 
later on when times are better. This, 
then, is the time when you can best 
estimate your means to pay. Now, sup- 
pose you put down about $250 for a 
29) year endowment policy. We would 
give you a $5,000 policy, which would 
be paid to your estate in the event of 
your death, and would increase with 
bonuses every year until you drew it at 
the end of the term. You have thereby 
at once increased your estate by a 
sum which it would take 20 years to 
save in the ordinary way. You would 
participate in the profits of the com- 
pany which, during the last few years, 
has done more business than ever it 
did. As you are not so busy as you 
usually are, now ig the time to go into 
the matter, and to pick out a policy 
which suits you. Here is our pros- 
pectus. I should like to show you a 
table which we have recently intro- 
duced, and has proved to be most satis- 
factory to business men,’ etc.” 





HANSEN AND HUNT IN WEST 

Following the sessions of the conven- 
tion of the National Association of Life 
Underwriters, Vice-President T. Louis 
Hansen and Superintendent of Agencies 
George L. Hunt, of The Guardian Life 
Insurance Company of America, plan to 
make a swing of the circuit through 
the middle-western states. Included on 


their itinerary will be Chicago, Mil- 
waukee, St. Paul, Minneapolis, Omaha, 
Kansas City, Topeka, and: St. Louis. 





FOUND—On William St.! 


Bright ideas used by 
successful Casualty men 






Each week in 


THE EASTERN UNDERWRITER 


Subscription $3 a Year 






COURAGE AND CHARACTER 

By Mary Z. Shapiro, Travelers 

I have often been asked what makes 
a good sales person? In my humble 
opinion there are but two elements, 
First, character in salesmanship; sec- 
ond, courage. What is character as 
we see it from that point of view? It 
ig that what you are to other people. 
You impress yourself—your character 
on those with whom you come into 
direct contact. When you sell—and 
particularly life insurance, which is es- 
sentially a service, you impress your 
character upon the purchaser. When 
you stand as a four-square representa- 
tive of honesty, integrity and high- 
minded ideals, the same igs reflected 
unconsciously, by you on all with whom 
you deal and that to the world becomes 
your character. 

The public is fast recognizing the 
life insurance sales person as a spec- 
ialist and admires and supports him 
or her because he makes the impres- 
sion that he is a person of unques- 
tioned morale. Nothing is more digni- 
fied than a clean life, nothing so im- 
pressive as winning of popular favor. 
Supported by initiative, honesty and in- 
tegrity, a beautiful character unlocks 
the door of opportunity, success and 
prosperity in salesmanship. 

Much has been heard about the im- 
portance of personality. True, a pleas- 
ing personality is a marvelous entering 
wedge to gain an opportunity to one’s 
sprospect. But personality alone in the 
sale of life insurance is hardly a foun- 
dation upon which to build. That, to- 
gether with a knowledge of one’s job 
and a scientific comprehension of what 
one is trying to sell will go far greater 
than one may conceive. 

Courage 


Another very small word is cour- 
age; but it stands as the keystone co 








MADE AGENCY MANAGER 





Ww. Caswell Ellis Heads Production 
Department of Southeastern Life 
of Greenville, S. C. 





The Southeastern Life Insurance Con- 
pany, of Greenville, 8. C., announces 
the appointment of W. Caswell Ellis 
as agency manager of that company, 
the appointment effective September lI. 
Mr. Ellis is well and favorably knowa 
in life insurance circles having been 
assistant to T. Louis Hansen, vice-presi- 
dent and agency manager of the Guar- 
dian Life of America, for a number of 
years. Mr. Ellis recently resigned his 
position with the Guardian Life of 
America on account of the health 


of Mrs. Ellis, it having become 
necessary that she live in the 
South. Mr. Ellis left the services 


of the Guardian Life with keen regret 
of the company’s official family, also 
of the company’s agency organization. 

Mr. Ellis should make good in his 
new connection and the Southeastern 
Life should profit through his associa- 
tion with it in charge of its agency de- 
partment. 





ORGANIZED 1850 
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THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 

NON-PARTICIPATING POLICIES ONLY 

Over Forty Five Million Dollars Paid to Policyholders 
JOHN P. MUNN, M. D., President 


Co Good territory open for high class, personal producers, under direct contracts with the 
mpany. Address Home Office, 105-107 Fifth Avenue, New York City. 





success, no matter what vocation one 
It is perhaps the most import- 
ant link between success and failure. 
The first symptom of lack of courage 
is when the insurance salesman makes 
up his mind that there is no demand 
for insurance and that there are no 
other prospects left—that the business 
is hard—that he can make more at 
something else. 
polite interview every man who tries 
to sell insurance goes into a business 
It’s either you or the other fel- 
low who is going to come out victor- 
Set your jaw and determine that 
it will be you. 

Just remember that millions of men 
and women go contrary to their best 
interests every day, wilfully, blindly. 
Know that your man doesn’t under- 
stand his best interests and that: you 
are there to make him realize it. It 
takes courage to fight and fight you 
must if you want to bring men to 
your way of thinking. 


follows. 


fight. 


ious. 
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HOME LIFE | 


INSURANCE’ CO. 


WM. A. MARSHALL, 


The 61st Annual Statement 
shows admitted Assets of 
$40,465,508 and the Insurance 
in Force $212,483,100—a gain 
for the year 1920 of nearly 
$27,000,000. 
effected during the year was 
nearly $43,000,000. 
amount paid to policyholders 
during the year was over 
$4,196,000. 


For Agency apply to 
GEORGE W. MURRAY, 
Superintendent of Agents | 
256 Broadway 


NEW YORK 


President 








Business Is Good With 
The Bankers Life 


Business for the 
six months of 
shows a total of 
$70,000,000 


as compared with 


$56,000,000 


for the first six 
months of 1920 


Bankers Life 
Company 


Des Moines - - Iowa 
Geo. Kuhns, President 
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Build Your Own Business 


under our direct general agency contract 


Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 

JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 
66 BROADWAY 


NEW YORK 


om. WILL 








GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 


AND 
PAY THEM WELL 














Southwestern Life Insurance Co. 


Home Office, DALLAS, TEXAS 










1851 





Seventieth 
Anniversary Year 


Pittsfield, Mass. 


this long span of the Company 


1921 


BERKSHIRE LIFE INSURANCE COMPANY 


has maintained a high 


During years 
reputation for fair and honorable dealing with policyholders and agents. 


WILLIAM D. WYMAN, President 


WINFIELD 8S. WELD, Superintendent of Agencies 
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| Winning the Confidence of the New Community 











What are the qualities necessary for an 
agent to have in order to win the con- 
fidence of the new community? A. B. 
Olson, Omaha general agent of the Old 
Line Bankers Life of Nebraska, whose 
men go into many small towns of the 
state; A. Ey Russell, af the New, York 
Life, Ogdensburg; and D. S>Stalnaker, 
agent at Clarksburg, W. Va., for the 
Equitable Life of the District of Colum- 
bia, give their views to The Eastern 
Underwriter. 


Says Mr. Olson: 


“The first impression is usually the last- 
ing impression, and it is nearly always 
created at first glance. Therefore, one’s 
personal appearance must be correct. Your 
mode of dress must be such that your 
appearance will create an impression that 
will be favorable. If your general make- 
up denotes prosperity and your manner is 
quiet and pleasing, you will without any 
effort on your part be creating a favor- 
able foundation on which to build your 
personal acquaintance with those to whom 
you wish to present your proposition. 

Be Busy 


“Be busy at all times. You have gone 
to this particular place for a definite pur- 
pose. Always keep this in mind. Your 
only asset is your time, and you will need 
all of it in which to produce the amount 
of business necessary. I was very strong- 
ly impressed at one time when calling on 
a banker in a small town. I found a 
representative of another company visit- 
ing with him. After passing the time of 
day, I excused myself to leave, so as to 
give my competitor an opportunity to 
complete his business, when he said to 
me, ‘Don’t go. I think I'll drop over to 
the drug store and kill a little time.’ And 
with this he left. The banker turned to 
me and said,*He’d better be killing birds 
than time.’ I found the banker had been 
doing some work with this agent, but had 
become somewhat disgusted with his 
methods, which were pretty well illustrat- 
ed by his statement to me. The result 
was I made an agency connection with 
this banker, and he has proven a very 
good producer for me. 

“It is very essential that you be care- 
ful and make the acquaintance of the 
leading people in the community first. 
Especially is this true if it is a small 
town into which you are going, for un- 
questionably you will be judged by the 
company you keep. Then, again, if you 
can do business with the leading people 
in the community, it will have a wonder- 
ful influence with others you will en- 
deavor to interest. 

“You should keep yourself well-posted 
on current events, so that in your work, 
if the conversation drifts from business, 
as it sometimes does, you can discuss in- 
teresting events in an intelligent manner. 

“T have also found in my work with 
the farmer that if you can talk intelli- 
gently about his business, and be able to 
give him yesterday’s live stock and grain 
markets, thus showing him that you are 
not only interested in your own business 
but also what concerns him, you will 
create an impression that will do much 
to further your interests. I have also 
found in a great many instances that 
there is some little service you can per- 
form for them, which to you might be of 
little consequence, yet may mean consid- 
erable to them. In fact, scarcely a week 
passes but what I received letters from 
either Policy Holders or those with whom 
I have tried to do business, asking me to 
secure some information or look after 
some matter they know they can trust to 
my judgment. 

“Confidence is the foundation upon 
which you must build, but after once you 
have gained this feeling in a community, 
one must be doubly careful, as most peo- 
ple are in nature suspicious and will pick 
up the least thing and build on it to 
where the reaction might be very detri- 
mental to your future success in that par- 
ticular place, 


? 


“Then last, first and all the time, you 
must be a student of your own business, 
Know more about it than your competi- 
tor.. The public likes to do business with 
a man they are certain knows his line and 
knows it thoroughly.” 

Never Knocks 


Says Mr. Stalnaker: 

“I have found that above all things it 
pays to tell your prospect the truth about 
the contract you are showing him. Go 
into details with him. Though it takes 
more of your time, it will pay. If, after 
he has taken a policy, he understands it 
in every respect, the twister, who is cer- 
tain to come around, can not tell him 
fairy tales about the policy and induce 
him to drop it. 

“I believe that I am representing the 
best company with the best contracts, and 
with confidence in them at all times I am 
bound to gain the confidence of the peo- 
ple I come in contact with. I make it a 
point to sell a policy to fit the prospect 
and one best suited to his condition re- 
gardless of the commission to me. 
stand ready at all times to render any 
service to my policyholders that I can 
within my rights as agent. 

“I make every effort to get the check 
to the beneficiary as soon as possible after 
a policyholder dies. Prompt payment is 
the motto of my company and I help all 
I can. 

“IT never knock another company or 
agent. I talk my own contracts, and if I 
find it necessary to speak of another 
company I do so with respect. 

“One policy well sold will lead to many 
others, and the best assets a man can 








ADVICE FROM AN AGENT 


Elmer A. Bowman, a veteran agent 
in East Cleveland of the Western and 
Southern Life, offers the following good 
advice to his co-workers in the field 
force: 

“Do unto your brother agent as you 
would that your brother agent do unto 
you. ‘As ye sow, so shall ye also reap.’ 
In offering business for transfer we 
should take an interest in that business, 
not only for the first two weeks that it 
is officially off our books, but until it 
has become truly and firmly established 
upon the other agent’s book, especially 
with new business. Often it is good 
business for the agent who wrote it, 
but stands almost ready for lapse the 
moment it is offered for transfer. Let 
the agent who has transferred it keep 
in touch with it for a reasonable length 
of time after it is transferred. Let him 
go to his brother agent and say: ‘Bob, 
how is Mrs. So-and-so paying on her in- 
surance? Do you have any trouble in 
collecting? If so, is there anything I 
can do for you?’ 

“In an obstinate case, or one of in- 
difference, frequently the former agent 
by speaking a word of encouragement 
and a kind word for the new agent will 
put the business on a firm footing and 
pave the way for more insurance in 
that home. If we at all times do our 
best for our company, our best for our 
people and our best for our fellow 
agents, the best will come back to us.” 





NOW AND HEREAFTER 
By Frank Poeton 
When a man who won’t insure 
Heads off for heaven; 
Leaving wife and children poor 
S’pose he gets there? 


Could you twang a harp of gold 
(In peace and comfort) 
While loved ones starved ’mid woes 
untold? 
(I hardly think so!) 


Of course it’s very hard to tell 
(About such things) 

But seems in heaven I’d feel—unwell. 
(Under some .) 


have is a satisfied policyholder. I know 
of none on my long list that is anything 
else, and have so far been able to resell 
many of my policyholders, some of them 
four or five times. I never get across the 
room from a prospect, but put my rate 
book under his nose and let him see in 
black and white what I am telling him; 
it gives him confidence. 

“I have at all times the names of sev- 
eral well-known people in the town I am 
working in that I can refer my prospect 
to, and I know that he will be told I can 
be trusted and depended on.” 

Go With the Right Kind of People 

Says Mr. Russell: 

“My experience in winning the confi- 
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Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 
CONDITION ON DECEMBER 31, 1919: 


JOHN G. WALKER, President. 











_ _—__ 
dence in a community is to be among qi 
respectable people each week, and to | 
them know that you are one of them ang 
that their interests are your interests 
You should follow up each lapse notice 
and try to adjust this matter with them 
personally (often putting an agent t 
extra work and expense) and conving 
them that you are at all times ready to 
adjust any misunderstanding and to ey. 
plain to them anything they may no 
understand. I try not to have more ter. 
ritory than I can cover often, always 
making it a point to be in each locality 
once'a week. In this: way: they learn tha 
the. agent is a regular home man, anj 
that the company is represented in their 
town at any time they desire advice. My 
motto is to try and keep the policyholder 
satisfied, whether a small policyholder o; 
a large one. The seed an agent soys 
after the pelicy is delivered to party 
stamps his future standing in the com. 
munity in which he works.” 


$1,000.00 to 


$ 20,700,133.74 
18,650,203.62 














More Than 11/4 Million Policies Now In Force 


Only four other life insurance companies in America have more 
in force than this Company. A study of the following growth in ten By mere 


Jan. 1, 1911 ‘an, 1, 191 % 
Pn SER lps AOU RR Ar ee AN $5,614,764 ; o. JO gl 
Policies im « Perce. c.'........iccceecccccccccess 371,106 613,615 1,277.27 
Insurance in Force..............+..- PET $49,245,028 $89,596,833 $251,594,364 


Attractive opportunities open to agents in Ohio, Indiana, Ken Ww 
Pennsylvania, Michigan, Illinois, Missouri. - “ tucky, West Virginia, 


THE WESTERN AND SOUTHERN LIFE INS. CO. 


W. J. WILLIAMS, President 


Organized February 23, 1888 





CINCINNATI, OHIO 
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esta of ai] members. 


A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing 

VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 
On January 1, 1909, rates were reduced and values increased to full 
3% reserve 


PENN MUTUAL 











Someone has defined pro- 
gress as the product of 
mind working upon mind, 
says F. Highland Burns, 
: of the Maryland Assurance. 
Here, for the consideration of your 
mind, is the output of another life in- 
surance mind, transmitted with our 
best wishes for life insurance progress: 
“My job as an agent is to make the 
man without life insurance, or the man 
with insufficient life insurance, feel 
that he is not doing his duty, and yet 
at the same time have him also feel 
that I respect him because I am con- 
fident that he will do his duty. I’ve 
got to get him in just that state of 
mind, and I’ve found that the indirect 
approach is the most effective—people 
resent being preached at, yet most men 
will respond to an impersonal sugges- 
tion. For instance, if I remark to a 
prospect for life insurance that recent- 
ly I had occasion to go through a sec- 
tion of the slums and it made me a bit 


The 
State 
of Mind 


sick to think of children growing up 
under such abominable conditions, all 
for the lack of a little money, then | 
have given him something to think 
about. But if I abruptly remark that 
should he die tomorrow his children 
might have to live in an alley, then! 
have given him something to fight 
about, and I don’t want him to fight 
because that hardens him—I want him 
to think, which may make him open 
up. The state of mind that I endeav- 
or to bring about is a feeling on the 
part of the prospect of not having done 
his full duty, combined with a friendly 
willingness to do that duty without fur 
ther delay.” 





THANKS 
The Eastern Underwriter had five 
“quotes” in a recent edition of “The 
Review,” a leading insurance newspape 
of Great Britain. 
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Sell Satisfaction 
With Protection 


FAVORS STRAIGHT LIFE POLICY 





Fred Rhodes, Successful Writer, Tells 
How His System Keeps Business 
on the Books 





Fred H. Rhodes, general agent for the 
Berkshire Life at 253 Broadway, New 
York City, has been selling life insur- 
ance protection for the Berkshire Life 
during the past twenty-nine years, 
eighteen of which were spent in Pitts- 
purgh and the remaining eleven in New 
York. To-day he is the leading pro- 
ducer for his company, and his agency 
is the leading agency of the Company. 
His success is attributed by himself to 
the method he uses, while his asso- 
ciates, agreeing that the method is 
good, maintain that his personality and 
magnetism also have something to do 
with it. 

Not For Beginners 

The system which Mr. Rhodes uses 
is one that can best be employed by 
the experienced salesman who has been 
in the field long enough to have de- 
yeloped a wide circle of acquaintances 
and friends. For the man or woman 
who has become fairly successful, but 
who wishes to be really successful and 
to build up a steady and regular in- 
come, the methods of Fred Rhodes will 
be found productive of sure results. 

Mr. Rhodes does not believe in sell-. 
ing life insurance under pressure. He 
is the type that could do it, for he has 
the personality, congeniality and jovial- 
ity of the big fellow. He weighs 200 
pounds. But he has at least two good 
reasons for not favoring this method 
of selling: first, he thinks such prin- 
ciples cheapen the soliciting of life in- 
surance because the salesman, who is 
rushing prospects off their feet in race 
for volume often disgusts the client 
who has been hypnotized into buying 
against his will. And he has learned, 
from observation, that business ob- 
tained by such procedure does not con- 
tinue on the books; it is lapsed at the 
first sign of financial difficulty. Why? 
Because it was not sold properly. 

Maintain Dignity of Business 

Fred Rhodes sincerely believes in the 
business of life insurance. Next to his 
delightful family (three boys, two girls 
and his charming wife) life insurance 
is the greatest thing in his life. Con- 
sequently, he considers the selling of 
protection a truly noble profession. 
Hence, his desire that he and his asso- 
ciates conduct themselves with the dig- 
nity befitting a profession. 

The business which his agency has 
is remarkable because it is thoroughly 
sold. His own personal production reg- 
isters but few lapses, and his salesmen 
have been so well instructed that the 
entire business of the agency shows 
asplendid record. Right there is men- 
tioned the aim of every genuine life 
insurance salesman—to write business 
that is SOLD. How does Mr. Rhodes 
accomplish this? 

Always Sell intelligently 

“Give your prospect the policy which 
is best fitted to his needs. Sell him 
intelligently and you won’t press him 
to take a larger policy than he can 
carry comfortably. That is fundamen- 
tal. If you sell a man something which 


he does not need two facts are self- 
evident; the prospect will discover it 
soon and then he will lose confidence 
in you; consequently, you lose his busi- 
ness as well as what else he might 
have helped you to obtain. If you sell 
a@ man a larger contract that he can 
afford to carry, he allows it to lapse. 
And the conclusion above applies to this 
also; you lose his confidence, business 
and help,” he said. 

“To sell life insurance intelligently 
requires time. You must know your 
prospect and his needs (Mr. Rhodes as- 
sumes that if the salesman knows his 
prospect then he is familiar with his 
financial standing). Some life insur- 
ance salesmen believe that in order to 
properly sell life insurance the sales- 
man must learn everything possible 
concerning the private affairs of the 
prospect. That is not my plan. It is 
necessary to know your prospect, but, 
if you ascertain what his business posi- 
tion is, and whether he is married or 
single, you have enough information to 
sell him life insurance protection. And 
I maintain that the real purpose of life 
insurance is to furnish protection. 

Favors Straight Life 

“In my opinion there is really only 
one form of policy to sell a married 
man, or one who contemplates mar- 
riage, and that is Ordinary Life. It 
gives the fullest protection possible— 
and that is what I like to give my 
clients. Ninety-five per cent of the 
business I write is straight life insur- 
ance. The first twenty years of a 
man’s married life is the time during 
which a man’s family needs real pro- 
tection. Ordinary Life insurance gives 
the most protection for the money in 
vested. I have never sold a single pol- 
icy of income insurance.” 

When Mr. Rhodes was asked if he did 
not think that the argument against 
Ordinary Life, namely, that the policy- 
holder must continue to pay premiyms 
after he has passed his producing per- 
iod, was a valid reason against the 
Ordinary Life policy, he replied: “That 
reason does not influence me for I have 
always aimed to sell protection when 
protection is most needed. Is there 
any other contract that can give what 
the Ordinary Life policy does? I tell 
my client that after he has passed the 
period when his family needs full pro- 
tection he can then take a paid-up pol- 
icy for a reduced amount. 

“This is a common-sense plan. The 
man who carries all the insurance pro- 
tection which he is financially able to 
bear does not need to have such a large 
amount after his children have grown 
to the age where they can be self- 
supporting. Consequently, he can then 
cease paying premiums by converting 
his Ordinary Life insurance into paid- 
up insurance.” 

Low Lapsation Record 

Mr. Rhodes is a firm believer 
in being absolutely certain that the 
policyholder is not over-burdened with 
life insurance. He would much rather 
undersell in the beginning. “If the pol- 
icyholder is sold more insurance than 
he can afford he will allow it to lapse. 
A dissatisfied policyholder is sure to 
represent a loss. In addition, this hurts 
the agent’s reputation as he has then 
first-hand knowledge that the agent did 
not use good judgment in selling him 
insurance.” 

The Berkshire Life is proud of Fred 
Rhodes and the record he has made: 
particularly proud of his low lapse rec- 
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an unsurpassed record of liberal 
and upright dealing in service to its 
policyholders and unswerving de- 
votion to the highest principles of 


life insurance. 
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ord on person:! production. This low 
total, over a period of years, proves 
that his policyholders are thoroughly 
sold on life insurance. They believe in 
it. Every experienced life insurance 
man and woman knows what it means 
to have such policyholders. 

Mr. Rhodes is not a producer of 
“the hustler” type. He seldom writes 
strangers, and it is remarkable that at 
least 90 per cent of it comes from old 
policyholders. These policyholders be- 
come his friends; if they want more in- 
surance they never think of taking it 
from another salesman. His method 
wins their respect and confidence; they 
recommend him to others. 

“Seli Yourself,” The Secret 

“I never talk life insurance after 
business hours unless I am approached 
on the subject,” he said to The Eastern 
Underwriter. “Our business is as 
worthy of dignified consideration as any 
other, but it lies with each individual 
salesman whether he impresses that 
fact upon the general public. By re- 
fraining from carrying ‘business -activ- 
ity’ around with me after the close of 
the business day I may lose isolated 
cases, but I firmly believe that this 
has gained more than it has lost 
for me in my twenty-nine years of life 
insurance work. 


“I write my friends when they come 
to me to inquire about life insurance, 
but I do not mention my business to 
my friends or acquaintances; never 
force my acquaintance. Should one in- 
quire what I do in New York I simply 
state that I am in the life insurance 
business. If further interest is mani- 
fested, then I willingly go into the sub- 
ject. 

“I keep in close touch with all my 
clients, a fact which enables me to help 
them increase their insurance from time 
to time. When I write a man I like 
to have him furnish me with a list of 
his friends who are good prospects. 
The best time to get such a list is 
when the policyholder is most enthusias- 
tic over life insurance, and that is when 
he takes out a policy. This applies 
also when additional insurance is taken. 
Several years will have elapsed during 
which time the policyholder has made 
more friends or acquaintances who need 
life insurance. Thus, good prospects are 
continually added. Being recommended 
by a satisfied policyholder is the best 
endorsement. The new prospects 
can furnish more names for your list, 
thus making it possible for you to work 
in a circle, constantly increasing in 
size.” 











Think of the laborious task of mentally figuring the unearned premiums on 100,000 items of a re- 
insurance schedule, compared to the Barrett System of machine figuring. We often wonder why 
some companies think they are saving money by doing this work themselves. We complete the job; 
checking registers, figuring net retention, and unearned premiums, preparing schedule and recapit- 
ulation for final settlement. 
Our policy writing department checks rates, on applications, figures, and types policies, forms at a 
= nominal cost. , 
We install figuring systems and supply trained operators. 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 
















Consulting our Business 


Sees Good Barometer,.we find it 
Business dotted with encouraging 
Ahead signals pointing to a 


successful voyage, says 
C. H. Remington, vice-president of the 
Aetna Life. 

—the Steel Market is picking up 
strong. 

—a steady undertone is evident in 
textile and dry goods trades. 

—President Harding’s address and 
tax recommendations have been favor- 
ably interpreted by big business. 

—the New York department stores 
report a 10 per cent increase over last 
year in volume. 

—cash registers are in demand ac- 
cording to a 14 per cent increase in 
their sales as reported by the manufac- 
turers. This sounds good. 

—the Midsummer lull is over. 

—big money is reported a trifle 
easier. 

—automobile sales are way in the 
lead. 

—averyone believes September is go- 
ing to revive business somewhat. A 
psychological help. 

—the gold holdings of our country 
are greater than any time in history. 

It’s time to start. Pull in your an- 
chor. Get out on the high seas on busi- 
ness and cruise, cruise, cruise—bearing 
firmly in mind the true statement that 
“smooth sailing alone never made a 
skillful sailor.” 


= s ue 
Advice given to the em- 
Gives Good ployes of the Morse 
Investment Dry Dock and Repair 
Tip Co., Brooklyn, through 
the compary’s house 
organ, “The Morse Dry Dock Dial,” 


might be read with profit by wage earn- 
ers everywhere. Since the collapse of 
a much vaunted thrift corporation, 
however, the editorial might well be 
amended by restricting somewhat the 
list of safe ways to invest money, with 
“sound life insurance” remaining as one 
of the leaders. ‘The article, which is 
entitled “Keeping Savings Safe,” fol- 
lows: 

It is a catastrophe to lose one’s sav- 
ings, especially for those who work 
hard for their money and cannot afford 
to lose. Yet last year, $750,000,000 was 
invested in fraudulent, worthless, or 
questionable stock, much of it by these 
very people, according to a government 
report. 

Slick stock salesmen and promoters 
claim fabulous returns, 
wishing to rapidly increase their sav- 
ings, “bite,” many times losing all. 

This also has been true of large 
numbers of people owning Liberty 





and people, . 





Pan-American Life Insurance Company 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 


Bonds and War Savings Stamps, who 
have been led to exchange these gilt- 
edged securities for others that are 
worthless or questionable. 

We cannot be too careful with our 


savings. It is far better to receive a 
small rate of interest and keep the prin- 
cipal safe than to risk all on promise 
of large returns. 

Don’t get your name on promoters’ 
“suckers” lists. Don’t encourage un- 
known and unreliable stock salesmen. 
Beware of promises of big returns. If 
the investment was safe, others in 
closer touch with the enterprise than 
you are would snap it up. 

Where invest? Your money is safe 
and earns a fair, safe rate of interest: 
In a reliable bank, in U. S. Government 
securities, in sound life insurance, in 
safe securities of reputable business 
concerns, in buying your home. 

Play safe. Don’t take chances with 
your savings. 





GROUP LITERATURE 
Travelers group literature follows: 
1—Pamphlets for distribution among 
employees and their families of person- 
al hygiene, thrift, sickness and accident 
prevention and kindred subjects. 

2—The Travelers Perpetual Calendar 
to be hung in work-rooms, beside time- 
clocks or elsewhere and carrying the 
reminder: “Today, and Every Day, Our 
Lives are Insured in The Travelers, Be- 
cause We Are Employed Here.” 

3—Technical Publications for super- 
intendents and foremen and the employ- 
ment and personnel manager. 

4—Booklets dealing with the problems 
of personnel, inter-relation and welfare 
work. 

5—Safety Signs for dangerous pas- 
sageways, elevators, stairways, etc. 

6—lIllustrated Safety Bulletin for post- 
ing on bulletin boards. 

7—“The Travelers Standard,” a tech- 
nical magazine, of interest to engineers, 
superintendents, foremen and heads of 
corporations. 

8—“Group,” a publication for the em- 
ployer who carries Group Insurance, the 
heads of personnel departments, and 
the editors of employees’ magazines. 


BIG WRITERS 
READ 
THE EASTERN UNDERWRITER 


Each Week for New Ideas 
DO YOU? 


Subscription $3 a Year 











Total Assets Dec. 31, 1920.... 
Insurance issued during 1920...... 
Insurance in force Dec. 31, 1920... 





cose OVEr $8,742,000.00 
over 31,433,000.00 
over 91,408,000.00 











us and conten 
Pan-American Way is open to you. 


THE PAN-AMERICAN WAY. 
In keeping with the higher Ideals and Ethics of the Business, the Pan- 
American does not s:2ek to employ agents of other companies, but by 
interesting men of intelligence, character and clean record, instructing 
them by correspondence, and assisting them in the active co-operation 
of specially trained —_ it has built up a field organization that is 


those agents are doing, you can do, if you have the Will—the 


Address: E. G. SIMMONS, Vice-Presidert and General Mgr. 
NEW ORLEANS, LA. 



























| Company. 


B. H. WRIGHT, President 


THE STATE MUTUAL LIFE 


ASSURANCE COMPANY 
of WORCESTER, MASSACHUSETTS 


Incorporated 1844 


Now operating in 22 states and the District of 
Columbia—through its loyal and efficient agency corps 
produced in 1920—its 75th Anniversary Year—the 
largest amount of paid business in the history of the 


In every department the Company experienced its 
most successful year. 





D. W. CARTER, Secretary 
STEPHEN IRELAND, Superintendent of Agencies 

























since 1878. 





AGENCY CO-OPERATION 


through direct mail advertising is just one of the features which give 
Fidelity field men a distinct advantage. Last year we distributed 41,341 
direct leads—all interested oo who requested information. 
service, and its original po 
increase of 28.35 per cent. in paid business last year. 

Fidelity operates in 40 states. 
Insurance in force over $203,000,000. 


A few openings for the right men. 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 


icy contracts, enabled Fidelity to show an 


Full level net premium reserve basis. 
Faithfully serving insurers 


This 




















THREE RULES: 





























Rebate Rule. 





The Northwestern Mutual Life Insurance 
Company was the pioneer in establishing 
rules to protect itself and its agents 


against evils which demoralized the business. 
For twenty-seven years it has enforced a stringent Anti- 


For twenty-three years it has observed a No-Brokerage Rule 
which prohibits the acceptance of business from, or the pay- 
ment of commissions to, other than an agent of the company. 
Exception only is made in the case of legitimate surplus 
business and then only from a licensed agent of another 
company upon an anti-rebate agreement from him. 

For more than twenty-eight years it has adhered to its 
present Civil Service Rule which provides that all appoint- 
ments to general agencies shall be made from those already 
connected with the company and otherwise qualified. 

To the literal enforcement of these rules is attributed, in 
large part, the success, high character and the loyalty of the 
agency force of 





Northwestern Mutual Life Insurance Co. 
of 


Milwaukee, Wisconsin 
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STRENGTHENING CREDIT 





By GEORGE M. WRIGHT 





Mayor of Worcester, Mass., and President of the 
Wright Wire Co., one of largest wire plants in 
the United States 




















Some time ago I became convinced 
that it was not only desirable, but al- 
most necessary that a business man 
situated like myself should carry busi- 
ness insurance on his life. In conse- 
quence, I was induced to call to the 
attention of our directors what I felt, 
snd still feel, was a most desirable ac- 


tion. With their hearty approval, $100,- 
000 of insurance was placed upon my 
life for the benefit of the Wright Wire 
Company, and the following year 
gough more insurance was added to 
pring the total amount to $300,000. 

Now I also carry a large amount of 
personal insurance for the benefit of 
my family, and I should like to say a 
few words about personal life insur- 
ance. I believe that a young man 
should begin taking life insurance as 
jon as he begins earning money, be- 
cause he ought early to begin making 
provision for some return to others for 
all that has been done for him. 

Every thoughtful man can call to 
mind pictures of anxious widows and 
helpless orphans whose numbers with- 
out the beneficent returns of life in- 
surance would be a hundred-fold great- 
er. 

Like a Great Bank Account 


Insurance money is like a great bank 
account; it means comfort and compe- 
tence, where otherwise in thousands of 
eases there would be wretchedness and 
want, Better than all the theuries of 
charitable men and women is the life 
insurance settlement in the time. of 
direst need. Personal life insurance 
for one’s family has long been recog- 
nized as an economic necessity. With- 
out it the whole social order would be 
affected most disastrously. 

Now I have come to believe that 
there is as great, if not a greater field 
of usefulness for life insurance in the 
business world. 

Every thoughtful business man ap- 

jates the importance of perpetuat- 

g any thriving business, and that its 
discontinuance or even temporary em- 
barrassment is certain to inflict far- 
Naching injury upon many innocent 
persons. 

It is easy to recover from fire and 
wurglary losses, but when the guiding 
thergy, intelligence and possibly life- 
‘time experience and business friend- 
ships are cut off in the death of per- 
haps one man, the loss is great indeed, 
and business life insurance alone fur- 
tishes indemnity for this kind of loss. 

There are many ways by which the 
life of a concern is endangered by the 
death of a big man in it. He may be 
its inventive genius, or he may be its 
moneyed man, or the one who has rep- 
resented the concern in its relations 
with the banks, or by training or natur- 
al ability he has been the inspiration of 
the selling force. The death of this 
man is quite likely to cripple the con- 
cern for a time. A goodly sum of life 

ance money would tide things over 
* hew man can be found to fill the 


In a partnership it often is a very 
dificult thing for the survivor to come 
to a reasonable settlement with the 

w of the deceased partner, and 
many such concerns annually go out 
of business in consequence. Life in- 
surance could be and ought to be em- 
dloyed to prevent just such disasters. 
Often the partner with the capital 
Would best conserve the interests of 
tis family by business insurance that 





guaranteed the return of the capital in 
case of his own death. 

There are often several men in a 
large concern, the death of any one of 
whom would entail far greater loss 
upon the business than any fire or cas- 
ualty, for the latter are pretty well cov- 
ered by insurance. Also these losses 
may never occur. Death sooner or 
later is certain. I believe the time will 
come when every conservative busi- 
ness will carry life insurance on its 
leading men,—payable to the concern. 


Didn’t Appeal at First 

When business life insurance was 
first called to my attention, it did not 
appeal to me. Why should we pay out 
large sums of money yearly for such 
insurance? Later I came to a proper 
appreciation of the matter, I was giv- 
ing the best of my life to building up 
my business, not for myself alone, but 
for my family and those associated 
with me. It was matter of deep con- 
cern to me that the structure I had 
labored hard to erect should not be 
weakened should I be taken away. It 
was a matter of concern to me that the 
stock held by my family and friends, 
and by those who had bought it be- 
cause of good faith in me and the 
Wright Wire Company, should continue 
to yield them as good returns, even if 
I was not here to watch over the com- 
pany’s affairs. 

In our case we have reason to feel 
that our business life insurance has 
given increased confidence to our stock- 
holders. Our banks from coast to 
coast are kept informed that the com- 
pany carries $300,000 of life insurance 
on its president and general manager, 
and although our credit has been ex- 
cellent, it has been increased because 
of the business life insurance we carry. 

A great mercantile agency has stated 
that the taking of business insurance 
strengthens the credit of firms taking 
it, and that the increased confidence it 
establishes is recognized in the mercan- 
tile community and thus reflected 
through their mercantile reports. 





TENNESSEE GROUP MAN 





J. Tom Dannell Meets With Success as 
Representative of Missouri State 
Life Insurance Co. 





J. Tom Dannell, of the Missouri Staie 
Life, is one of the most enthusiastic ad- 
vocates of group insurance. He has 
written a number of groups in Tennes- 
see, and some of them in such small 
towns as Kingston and Rockwood. 
Generally, he has found that the group 
insurance carried by a mill has made 
such a good impression that other 
mills buy it, too. 

Recently, he placed a group on the 
Rockwood Mills, of Rockwood, Tenn. 

At the time the contract was closed 
with them, one of their employees was 
away on a leave of absence. She re- 
turned to work a few months later, 
but the management of the Mills failed 


’ to notify the Company and no certii- 


cate of insurance was issued to her. 
Early this spring the young woman 
died. Proofs of the death were sent to 
the Home Office and although no certi- 
ficate had been issued covering this 
employee, a check for $500 was paid to 
her beneficiary, As it happened, the 
young woman’s beneficiary was a young 
daughter and the insurance money com- 
prised all the visible benefits left to her. 
As evidence of their satisfaction, they 
renewed their contract recently. 


THRU 


assist the Agent. 


tiations Invited. 


M. E. Singleton, 


President 














It didn’t ‘‘just happen’’ 


The more than $100,000,000.00 of New Business written by 
the Missouri State Life Field Men in 1920 is the result of 
several very well defined causes, a few of which are given 
below. This great achievement was made possible 


—Sales Service Department. 
—Liberal Contracts to Agents. 


A 1921 Forward Step—Accident and Health Department 


In our Expansion Program, just started, we 
have room for well equipped leaders. 


MISSOURI STATE LIFE | 


Insurance Company 





—Liberal and Adaptable Policy Contracts both 
non-participating and participating. 


—Provisions for Sub-Standard Risks. 
—Extension of Limit on one Life to $300,000. 
—Group Department. Home Office Specialists 


Nego- 


Home Office 
Saint Louis, Mo. 

















AS EVERTASTING 
AS THE HULLS. 























Great Southern Life Insurance Company 


HOUSTON, TEXAS 


For Agency Centracts address 


0. S. CARLTON 


PRESIDENT 

















BORN AT METROPOLITAN PICNIC 

While attending the Metropolitan 
Life éxcursion to Asbury Park a baby 
boy was born to Mrs. Michael Sheehan, 
who was one of a party of guests in- 
vited by her brother-in-law, Mr. Brogan, 
of the Conservation Division. At the 
Hotel Columbia, the Excursion Head- 
quarters, the Metropolitan nurses cared 
for the mother and the child, and after 
the excursion party returned to the 
city, one of the nurses, Miss Stanley, 
was directed by Second Vice-President 
Woodward to remain at Asbury Park 
for a week and take care of the mother 
and child. Both have progressed won- 
derfully. 

That little Herman Sheehan, born a 
Metropolitanite, is to remain one is as- 
sured, for both the mother and the 
father of the little fellow voluntarily 


promised to have him insured in the 
Metropolitan as soon as he became one 
year old. 





George Washington 
Life Insurance 
Company 
Charleston, W. Va. 


Direct Contracts 
Available in Virginia 
Address: 

ERNEST C. MILAIR 
Vice-President and Secretary 
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MR. CAVERLY 


From motives of curiosity a kind- 
hearted experienced underwriter recent- 
ly called upon a publisher of an insur 
ance paper which is in poor repute in 
some quarters. He was favorably im- 
pressed by the publisher; so much so 
that in a talk with the editor of The 
Eastern Underwriter the insurance man 
said: “He’s a fine fellow.” The inci- 
dent was printed without names in this 
paper, together with the cynical re- 
joinder of the editor of this paper: 
“Yes, he’s as fine a pirate as ever 
scuttled a ship.” 

In publishing the paragraph Tho 
Eastern Underwriter described the 
nameless publisher as a black sheep of 
insurance journalism, a _ blackmailer 
who should have been horsewhipped 
and driven out of the business years 
ago. 

R. B. Caverly, editor of an insurance 
journal of the “Mrs. Warren’s Profes- 
sion” type, read the paragraph in The 
Eastern Underwriter and has seen fit 
to identify himself as the publisher re- 
ferred to. In a long lecture on social 
and parlor ethics, which he prints in 
the current number of his paper, he 
discusses breeding and decency. 

A lecture by R. B. Caverly on social 
ethics ranks about on a par with a 
talk that might be made by Jock Hut- 
chinson or George Duncan to inmates 
of Sing Sing prison on how to lay out 
an eighteen-hole golf course. It would 
be just about as important. 

There is a treatise on ethics, how- 
ever, which Mr. Caverly could write; 
and if he will do so, and tell the whole 
truth, The Fastern Underwriter will be 
glad to reproduce what he says. This 
important lecture should cover the sub- 
ject of the ethics of journalism. Here 
are three questions which he can 
answer and use as the basis of the 
article: 

1. Is it true that he persistently 
criticizes men and institutions which 
turn down his request for advertising? 

2. Is it true that he persistently 
criticizes men and institutions which 


refuse at his behest to order extra cop- 
ies of his paper, or to pay for those 
delivered without authority? 


3. Is it true that he permits his 
newspaper to be a receptacle for slurs 
and digs secretly communicated to him 
by men who have a grudge against 
other men—other men who have in- 
curred the displeasure of the editor? 

If Mr. Caverly does not care to an- 
swer these questions and there is any- 
one in the insurance fraternity who 
wants the facts they can be obtained 
at the office of The Eastern Under- 
writer which has investigated a great 
many of these assaults upon decent in- 
surance men and institutions and un- 
derstands exactly why they are penned. 

If District Attorney Swann wants 
these facts to protect the insurance 
community against recurrence of these 
incidents in the future he may have 
them too. 

Starting in life with a good mental 
equipment and some facility for writ- 
ing, R. B. Caverly could have done a 
lot of good for insurance. If he had 
studied the subject along constructive 
lines, and had walked the straight and 
narrow path, his influence and prestige 
might have been wide! But he repre- 
sents that pathetic spectacle sometimes 
geen around newspaper offices—the 
wreck of what might have been a bril- 
liant career. Probably he belongs to 
that school of old-fashioned journalists 
who have been told at an early age 
that they had a “vitriolic pen.” Such 
a characterization has swept many a 
man off his feet in a newspaper office; 
made him swell with conceit; caused 
him to sacrifice all for far-reached ef- 
fects. In Mr. Caverly’s case, unfortun- 
ately, the .vitriol soon became mixed 
with mud—until today we see him at 
the sunset of his career, disappointed, 
embittered, disillusioned, but, more 
terrible than all, his rapier thrusts 
turned into pin pricks, jabbing senilely 
but vindictively at some advertising 
manager or executive who has seen fit 
to favor others; or at some newspaper 
which is active in exposing him. 





FIRE LOSS UP MILLIONS 





Record For August Shows Big Increase 
Over Figure For Corresponding 
Month of Last Year 





A startling increase in the fire loss 
in the United States during the month 
of August over the corresponding month 
of last year is indicated by a table com- 
piled from the daily records of The New 
York “Journal of Commerce,” the fig- 
ure for last month being $25,829,000 as 
against $17,930,800 for the same period 
last year, 

The total fire losses for the first eight 
months of the current year reach the 
unusually large total of $224,111,050, as 
compared with $207,600,525 in 1920 and 
$175,741,575 in 1919. 

Evidence of the moral hazard as an 
increasing factor in the losses is mani- 
fest, according to insurance experts, 
and officials of the companies assert 
that unless conditions materially im- 
prove before the end of the year few 
companies, if any, will be able to show 
a profit. 





FIELD EXPANDING 





General Manager of Indemnity Com- 
pany of North America Makes 
Important Appointments 





Charles F. Frizzell, general manager, 
Indemnity Company of North America, 
has announced the appointment of a 
number of general agencies: The Fred 
P. Thomas Company, of Cleveland. 
Chio, which does a large volume of 


‘Sound, Ontario. 





—_ 





THE HUMAN SIDE OF INSURANCE 





D. J. Bloxham, agency instructor of the life, accident and group depart. 
ments of the Travelers, has traveled extensively in this country talking jing), 


ance truths. 


He has placed many a man on the right track. 


Mr. Bloxhan 


became interested in life insurance when he was principal of a high School jy 


New York State, ap, 


SSS «=«served for a while as , 
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D. J. BLOXHAM 





part time agent. He tha 
took a full time agency 
contract with the Travel. 
ers Branch at Rocheste; 
N. Y. This was in Fehr, 
ary, 1914, and he became 
a special agent in July g 
the same year. On June 
14, 1915, he became map. 
ager of the Travelers 
Branch at Erie, Pa., ang 
resigned there in 1918 
enter the Y. M. C. A. gery. 
ice at Camp Mead. fp 
wore the uniform from 
June until December 9 
that year, and then came 
to the Home Office of tha 
Travelers in the depar, 
ment of Instruction ap] 
Training. From these 
bare facts, it can be sey 
that Mr. Bloxham has been 
sufficiently trained in both 
pedagogy, and life, acc. 
dent and group insurance 
to instruct the special 
agents, and new contract 
agents of the Company in 
three of its major lines 
The instruction given at 
the Home Office is con 





fined to special agents, cashiers, and countermen; the instruction given to con 


tract agents is all given by mail. 


For some months now, Mr. Bloxham has been 


assisted in this work by Samuel J. Booth, with the title of assistant agency instrue. 
tor, life, accident and group departments. This work is conducted under the gen- 
eral direction of Louis N. Denniston, superintendent of instruction and training. 
The Home Office course for special agents consists not only of the instruction 
given by Mr. Bloxham and Mr. Boeth, but of lectures by executives from various 


departments of the Company. 








Hugo A. Gutenkunst, after six months’ 
service with the Equitable Life Assur- 
ance Society, has evidenced supreme 
faith in the possibilities of life under- 
writing and confidence in his ability to 
carve out an eminently successful car- 
eer with the Equitable. He recently 
declined a salaried position of $12,000 
per annum in order to continue his 
activities in life insurance. Some 
time ago he sold out his interests in 
the Dickson Malleable Iron Company of 
Milwaukee, of which he was vice-presi- 
dent and superintendent. Subsequently 
he erected the plant of the Canadian 
Malleable Iron Company of Owen 
Although successful 
in the iron business, the human appeal 
of life underwriting and the opportun- 
ity for the development of his selling 
ability induced him to take up the pro- 
fession of life insurance. His contract 
is dated December 1, 1920, and durinz 
his first seven months he paid for $500,- 
000 of business. Before he knew about 
the change in the Club year, he deter- 
mined to be the first to qualify for the 
1922 Century Club, and on July ist paid 
for enough business for a Century Club 
qualification. He will undoubtedly be a 
Million Dollar producer during his first 
year. He gives promise of becoming 
one of the largest producers in the 
business. 








‘fidelity and surety business; the Allen 


T. Archer Company, Los Angeles, Cal., 
does a big casualty and surety busi- 
ness; Frank E. Smith & Co., Inc., are 
the general agents for surety lines at 
Portland, Ore., the Frank T. Hunter 
Company, general agents at Seattle, 
Wash., the Charles W. Sexton Com. 
pany, general agents for casualty lines 
at Portland, Ore., and Dunnington, Inc., 
general agents at Baltimore. 





The Fidelity & Casualty has agreed 
to withdraw the blanket cover, and this 
action has restored harmony in the 
Burglary Association. 





Chicago reports a good demand for 
credit insurance. 


Robert H. Jessup, who for many 
years was located at Scranton, Pa., as 
district agent of the Mutual Benefit 
Life and for the past eight and a half 
years has been located in Detroit, as 
sociated with the Detroit Insurance 
Agency, particularly in charge of its 
health and accident development work, 
and mixing somewhat into the general 
lines handled through that office, has 
returned East again and is now con 
nected with R. C. Rathbone & Son, Inc., 
at 80 Maiden Lane, New York City, 
where he will have charge of the build 
ing up of the accident and health busi- 
ness of that office. Mr. Jessup is one of 
the old school type of insurance men. He 
does not believe in any new kinks. He 
believes in selling protection in the 
old-fashioned way which once having 
been sold, stays sold. His enthusiasm 
is all tied up in just doing business 
right. Mr. Jessup was in New York 
for about two years just before going 
to Detroit, so the local field is not exact: 
ly new to him. The prime reason for 
Mr. Jessup’s move back East is cen 
tered in Mrs. Jessup’s health. The 
cold winters in and around the lake 
region of Detroit were more than she 
could stand, and after having built up 
a substantial business and good follow 
ing in Detroit, Mr. Jessup leaves it to 
come East where Mrs. Jessup can feel 
more comfortable. Mr. Jessup has for 
years been a deep student of the various 
accident and health contracts issued by 
the different companies. This, coupled 
with the fact that he at one time read 
law, gives him an unusual interest ip 
the decisions rendered to the construc 
tion of contracts. 





LIFE CONVENTION EDITION 
Part Two of this edition is devoted 
to a presentation of the proceedings o 
the thirty-second annual convention of 
the National Association of Life Under 
writers, in session this week at Cleve 
land, O. 
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Deposits in Private 
Banks Not Assets 


PHILLIPS SO 


To Be Admitted Cash Assets Must Be 
Placed in Banks Under Federal 
or State Control 


RULES 





State Superintendent of Insurance 
Jesse S. Phillips has issued a ruling 
to all fire and marine companies that 
hereafter deposits in private banks, 
those not incorporated or under the 
supervision of the commissioners of 
panks of the various states, will not be 
considered as admitted assets by the 
State Department. He also urges com- 
panies to invest a larger percentage o1 
their assets and not keep immense big 
cash balances in banks. Following is 
the statement sent out from Albany: 

Re-Deposits in Banks 

“The statements filed with this de- 
partment disclose the fact that a few 
companies have deposits in banks which 
are not incorporated, not under the 
supervision of the commissioners of 
panks of the various States or the 
United States Treasury Department 


-and generally referred to as ‘private 


banks.’ Such deposits, in my judgment, 
should not be regarded as admitted 
assets under the insurance law of this 
State. Hereafter deposits in banks not 
under Federal or State supervision will 
be deducted as ‘assets not admitted’ in 
the statements filed with this depart- 
ment. 

“The statements of some companies 
show large amounts deposited in banks 
operating under State or Federal laws. 
During 1914 the total of the aveyage 
monthly bank balances of all fire ‘and 
marine insurance companies represeti- 
ted about 4 per cent of the total of the 
ledger assets of all those companies. 
The percentage of the average monthly 
balance of each company to the total 
ledger assets of that company was nat- 
urally much higher for the small com- 
panies, and lower for the larger com- 
panies than 4 per cent. It is impossible 
to set an arbitrary percentage as a 
limit for the bank deposits of all classes 
of insurance companies and societies 
because the small companies require a 
larger percentage than the large com- 
panies, and some classes of companies 
Tequire more actual cash in banks to 
pay claims and expenses. Good business 
judgment would seem to make it advis- 
able for each company to limit the 
amount of its bank deposits to the nec- 
essary margin of safety and invest the 
balance, especially as very desirable in- 
vestments can be made at this time in 
Federal and State bonds. In the case 
of a company not desiring to own long 
term securities the funds could be 
profitably invested in short term notes 
of the Federal Government. 

“You are requested to read this letter 
to your directors, trustees, finance an4d 


pees 


Fire Insurance Department 


investment committees at their next 
meetings, and to have it recorded in the 
minutes of those meetings. In order 
that we may be sure you have received 
this circular, and that it will be read to 
your directors, etc., we will ask you iv 
send an acknowledgment by return 
mail to this department at Albany.” 





SUFFOLK COUNTY BOARD 





Fifth Annual Get-to-Gether at Tide- 
water Inn September 16; 
T. B. Donaldson Guest 





A. C. Edwards, president of the Board 
of Fire Underwriters of Suffolk Coun- 
ty, announces that the fifth annual 
meeting and dinner of the Board will 
be held on Friday, September 16, 1921, 
at twelve o’clock noon at the Tidewater 
Inn, foot of Foster Avenue, Sayville, 
L. I. Now, really, it wasn’t necessary 
to add all those trimmings with regard 
to place of meeting and location for 
everybody that is anybody in fire in- 
surance adjacent to Suffolk County 
could go blindfolded to Tidewater Inn, 
Sayville. 

The guest of honor at the dinner will 
be Honorable Thomas B, Donaldson, in- 
surance commissioner of Pennsylvania, 

yand it is probable that Honorable Jesse 
8. Phillips, superintendent of insurance 
of New York, will be present, in addi- 
tion to many Hartford and New York 
company Officials. 





FIRE SAFETY IN SCHOOLS 

The chairman of the Flint, Mich., 
Fire Prevention Committee, W. M. Mar- 
tin, (member National Fire Protection 
Association) reports as the result of a 
fire prevention campaign conducted 
from January 30 to February 5, the 
Flint high school is equipped with auto- 
matic sprinklers from basement to attic 
and sprinklers are being installed in 
the basements of eight other schools. 


> — THE AUTOMOBILE== 
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INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 
CASH CAPITAL 


$2,000,000.00 


ASSETS 


$11,896,417.46 


LIABILITIES, EXCEPT CAPITAL 


$8,171,905.10 | 


SURPLUS TO POLICYHOLDERS 


$3, 124,512.36 


FIRE AND ALLIED LINES 
Fire, Tornado, Rents, Profits, Lightning, Explosion, Commissions, Lease- 
hold, Riot and Civil Commotion, Sprinkler Leakage, Use and Occupancy, 
Automobiles, Aircraft, Floaters. 


OCEAN AND INLAND MARINE LINES 


Hulls, Cargoes, Merchandise, Specie, Builders’ Risks, War Risks, Regis- 
tered Mail, Transportation, Motor Truck Contents, Salesmen’s Samples, 
Parcel Post, Tourists’ Baggage, Personal Effects Floater, Jewelry 
Floater, Fine Arts. 


Affiliated with 


AETNA LIFE INSURANCE CO. 
AETNA CASUALTY & SURETY CO. 


























Underwriter Wanted 


Underwriter wanted New 
York. High grade examiner 
or ‘junior field man with ex- 
ecutive ability, as chief ex- 
aminer prominent company 
| organization. Unquestioned 
references required. Unusual 
opportunity. Salary $3,000 
to right man. Address in 
confidence. 


Address, X. Y. Z. 
care of The Eastern Underwriter 


86 Fulton Street 
| New York 
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surance (. 

OF NEW HAVEN. CONNECTICUT. 


RIOT and CIVIL COMMOTION—EXPLOSION 
SPRINKLER LEAKAGE 


AUTOMOBILE 
FIRE—THEFT—COLLISION—PROPERTY DAMAGE 




































THE 


TOKIO 


MARINE AND FIRE INSURANCE COMPANY, Limited 
——— === 
UNITED STATES FIRE BRANCH 


J. A. KELSEY, General Agent 
80 MAIDEN LANE, 









NEW YORK 
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LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 
London & Scottish Assurance Corporation 


ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 0063-0064-0065 
BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd., ef Eng. 

Commonwealth Ins. Co. of N. Y. Globe & Rutgers Insurance Co. 

Detroit F. & M. Ins. Co. of Mich. London & Scottish Assu. Corp. 
(Casualty) Indemnity Ins, Co. of N. A. 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Main 6370-6371-6372 








Firemen’s Ins. Co. of New Jersey 
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Agent Attempts To 
Discount Moral Risks 


EFFORT OBVIOUSLY FUTILE 





Danger Universal and Collision Insur- 
ance is Merely a Fruitful Field 
for Moral Losses 





Innovations of whatever nature in 
any business invite critical and skepti- 
cal expressions from those conserva- 
tively inclined and the increasingly 
widespread use of the $100 deductible 
clause in automobile collision policies 
as a substitute for the full coverage 
clause draws fire from a certain number 
of companies and agents, despite the 
preponderance of underwriting opinion 
in favor of the deductible proposition. 
C. H. Guenther, agent for the London 
Guarantee & Accident at Sheboygan, 
Wis., is a full coverage advocate and 
gives his reasons for sticking with the 
orthodox in the columns of the “Serv- 
ice Bulletin,” the house organ of the 
company. 

Courageous Mr. Guenther frames his 
defense in the form of questions which 
he shoots at those who are inclined to 


abolish full collision coverage on the 


specific grounds that it so greatly re- 
lieves assureds of responsibility as tv 
engender attitudes of carelessness. 
Here are his queries, and also a few 
answers culled from the learned along 
William Street: 

“Does a person become careless be- 
cause he insures his dwelling, house- 
hold goods, store, stock or factory 
against fire?” In the main, no, although 
certain worries and responsibilities are 


lifted from his shoulders. by the insur- 
ance carriers; but, ask any fire under- 
writer whether “Saturday night fires” 
do not occur in periods of business de- 
pression and whether the moral hazard 
feature is not scrupulously watched by 
company inspectors and through other 
channels used by the companies to an- 
ticipate the action of the over-insured 
merchants? 

“Does a man carrying accident insur- 
ance become more careless?” Obvious- 
ly the answer is in the negative be- 
cause the possibility for personal gain, 
lying behind all fraudulent insurance 
claims, is lacking. Policies to which 
are attached provisions for weekly bene- 
fits for illness do not, necessarily, 
breed carelessness, but they constitute 
formidable instruments in the hands 
of cercain types of persons with fertile 
imaginations who manage to suffer an- 
nually from chronic illnesses and are 
forced to remain idle for a sufficient 
period of time to collect through friend- 
ly agents the full amount of the prem- 
ium paid the company to grant them 
indemnity should they actually become 
victims of unpremeditated accidents. 

“Does a man carrying life insurance 
become more careless?” No, because 
the life companies have perfected effi- 
cient systems for investigating myster- 
ious causes of death and acts of suicide, 
committed solely to benefit beneficiar- 
ies, rarely escape detection. 

“Does a man carrying burglary insur- 
ance become more careless?” Of 
course not, when referring specifically 
to persons of highly reputable character 
and integrity. who, if also owners of 
automobiles would not use their full 
collision covers as a means for allowing 
the insurer to settle the bills for all 
repairs during the life of the policy. 
On the other hand burglary policies 
have been manipulated, and loss depart- 
ments contest many a claim on the 
grounds that they suspect gross exag- 
geration of the amount of the theft or 
even the veracity-of the report. 


—$—$—_ 
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Incorporated 1849 


Metropolitan Fire ; Agent 
C. G. Smith 
1 Liberty Street 


Service Department 


I Liberty Street 








SPRINGFIELD 


Fire & Marine Insurance Company 
SPRINGFIELD, MASS. 
New York Offices 


Geo. A. Hill, Jr., Special Agent 


Cash Capital $2,500,000.00 


General Marine Managers 


Talbot, Bird & Co., Ine. 
63-65 Beaver Street 


Metropolitan Auto Agent 
Leslie D. Forman 
75 Maiden Lane 

















Mr. Guenther himself may not be 
gullible and over-credulous, but he com- 
mits the error unconsciously of confus- 
ing the experience of first class risks 
with moral hazard losses. Sound as 
underwriting principles may be from 
the purely materialistic point of view 
consideration must always be given to 
the human, the moral element, for as 
quickly as losses hold out prospects for 
actual gain, rather than mere reim- 
bursement for damages sustained, the 
alluring temptations are seized upon 
immediately by conscienceless policy- 
holders. This experience is universal 
and applies alike to every variety of 
insurance permitting of moral risks. To 
diminish possibilities for losses caused 
purposely or through the negligence of 
the assured the majority of automobile 
underwriters support the view that full 
coverage collision insurance is a tre- 
mendous risk, holding out slim pros- 
pects for profit. 








Actual market value for all securities 





D. H, Dunham, President 
Neal Bassett, Vice-President 
John Kay, Vice-Pres. & Treasurer 
A. H. Hassinger, Ass’t Sec’y. 
John A, Snyder. Secretary 


THE 
MECHANICS 
INSURANCE CO. 
of Philadelphia 


Organized 1854 


Statement January 1, 1921 
ASSETS AND LIABILITIES 


Capital ..........$ 600,000 


Reserve Reinsur- 
ance Fund...... 1,465,929 
Reserve all other 
liabilities ...... 159,857 
Net Surplus ...... 564,541 


Total ............$2,789,828 
Policyholders Surplus, $1,164,541 











D. H. Dunham, President 

Neal Bassett, Vice-President 

_ John Kay, Vice-Pres. & Treasurer 
A. H, Hassinger, Secretary 


FIREMEN’S 


INSURANCE CO. 


of Newark, HN, J. 
Organized 1854 


Statement January 1, 1921 
ASSETS AND LIABILITIES 
eae $1,250,000 


Reserve Reinsur- 
ance Fund ..... 5,191,079 


Reserve all 
liabilities 


Net Surplus .... 


other 
eeeeee 1,205,347 
.- 2,086,742 
Total ..........-~-$9,788,168 
Policyholders Surplus, $3,336,742 











Girard F. & M. 


. *Reserve all other 


H. M. Gratz, President 
D. H. Dunham, Vice-President 
Neal Bassett, Vice-President 
John Kay, Treasurer 
A. H. Hassinger, Ass’t. See’y. 


INSURANCE CO. 


of Philadelphia 
Organized 1853 


Statement February 16, 1921 
ASSETS AND LIABILITIES 


Capital ...........$1,000,000 


*Reserve Reinsur- 
ance Fund ..... 2,295,788 


e 

liabilities ....... 260,940 
Net Surplus ...... 
Total ............$4,006,570 


Policyholders Surplus, $1,449,841 
*As of December 31, 1928. 














Loyal to friends and loyal agents 














Altitude Champion Is 
Aid to Underwriter; 


ATTACHED TO LABORATORIES 





Major R. W. Schroeder Will Take Prip. 
cipal Part in Airplane and Aviator 
Classification Work 





Announcement is made from th 
office of the National Aircraft Under. 
writers Association that R. W. Schroe. 
der, holder of the world’s altitude rec. 
ord (33,114 feet), and until recently 
major .in the United States Air Service 
and chief testing pilot at the McCook 
Field, at Dayton, O., on September 1 
became attached to the staff of the Un- 
derwriters’ Laboratories to take the 
prihcipal part in airplane and aviator 
classification work which the laborator- 
ies are doing for the National Aircraft 
Underwriters’ Association. 

Major Schroeder’s intensive practical 
experience will assure for this work the 
object of the founders of the labors 
tories, viz., “to secure the best and 
fairest opinion regarding the merits or 
demerits of every device, system, mz 
chine or material in respect to life ani 
fire hazards.” 


In addition to Major Schroeder the 
aircraft personnel of the laboratories 
staff includes: S. V. James, mechan- 
ical engineer, for several years designer 
in extended airplane experimental re 
search work; C. R. D’Olive, holder Dis 
tinguished Service Cross, superintend- 
ent label service, formerly first lieuten- 
ant 93d Pursuit Squadron, A. E. F.; 
K. C. Leigh, assistant engineer, for 
merly second lieutenant, pilot and it 
structor, U. S. Air Service; E. L. Bar 
rett, assistant engineer, formerly im 
structor of aviation motor school, Uni- 
ted States Navy. 





BURLESQUE RISK IMPROVES 





Settlement of Labor Dispute Ends Riots 
That Threatened Heavy Loss To 
Underwriters 





Indications are that the recent insur 
ing of the burlesque shows and the 
members of the companies may yield 4 
profit after all.. According to announce 
ments made last week a settlement of 
the open shop war between the mal 
agers of the Columbia and American 
wheels and the stage hands and elec 
tricians has been reached. This was 
expected to bring to an end the riots 
and disturbances that threatened the 
destruction of much property, with _ 
sequent loss to Globe & Rutgers, wit 
whom many of the show companies 
insured just prior to going out on the 
road. 
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First Committee On 
Conference in 1905 


f. H. PUTNAM TELLS ABOUT IT 





fvans, Eaton, Clark, Irvin, Correa and 
Case Members of Companies’ 
End ; 





The Eastern Underwriter has re- 
ceived from Henry H. Putnam, former 
secretary of the National Association 
of Insurance Agents, this letter: 

Boston, Sept. 5, 1921. 

Editor The Eastern Underwriter: 
| was interested in your interview with 
the President of the National Associa- 
tion of Insurance Agents, and especially 
in an editor’s note, in which you say 
Mr. Cox consummated the conference 
idea with the companies. This is true 
only so far as the Workmen’s Compen- 
sation Bureau is concerned, but the 
groundwork of this had already been 
laid by the previous administration. 

The movement for the conference 
with the fire companies was initiated 
by me when I became secretary of 
the association in 1905, and very short- 
ly thereafter consummated at a notable 
meeting in the rooms of the National 
Board attended by leading agents and 
company Officials. This was a historic 


occasion. 
The Joint Conference Committee then 


formed had big men on each side— ~ 


Evans, of the Continental; Eaton, of 
the Liverpool & London & Globe; 
Clark, of the Aetna; Irvin, of the Fire 
Association; Correa, of the Home; 
Case, of the London Assurance; and on 
the agents’ side such men as C. H. 
Woodworth, Clarence S. Pellet, George 
D. Markham, Edward B. Case, E. C. 
Roth, A. W. Neale, A. H. Robinson, 
John C. North, James H. Southgate, 
and others whom I do not recall at the 
moment, but these are typical names. 
Fundamental Principles 

This committee brought to success- 
ful fruition the two fundamental prin- 
ciples which are the association’s rea. 
son for being, namely (1) the protec- 
tion of the agent in the territory for 
which he is appointed against overhead 
writing and against the outside broker; 
and (2) the protection of the agents’ 
expirations and the business which he 


trols. 

“Tese principles are embraced in the 
association’s so-called .“Co-operating 
Agreement” brought about through the 
work of this Joint Conference Com- 
mittee, as follows: 

“The companies in the subjoined list 
are obligated to maintain and support 
the following principles of the associa- 
tion: 

“Not to solicit renewals on change 
in agency. Not to write overhead, 
either direct .or by reinsurance. Not 
to require agents to insure risks for 
outside brokers on property owned 
by non-residents, except where all in- 
surance is written under the condi- 
tions to which the risk is subject 
locally.” 

I know you did not intend to be un- 
fair to the old guard who did the 
Pioneer work and made the association 
what it is today; but in my opinion it 
is not fair to give the credit for con- 
summation to one who simply reaps 
where others have sown. 





WITH GRANITE STATE 

James J. Mahoney, special agent of 
the County Fire of Philadelphia, cov- 
ering New York State, with headquar- 
ters at Syracuse, has also been appoint- 
ed special agent for the Granite State 
of Portsmouth, N. H. Both companies 
are under the control of the New Hamp- 
shire Fire and Mr. Mahoney will super- 
Vise the writing of both outfits in New 
York State. A. L. Wolfe of the Niagara 

€, formerly looked after the Granite 

te in New York. 





Richard A, Bolger, who conducted a 

real estate and insurance office in 
erth Amboy, N. J., died suddenly at 

summer home in Hast Long Branch. 
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ORGANIZED 
1853 


CASH CAPITAL 
$12,000,000 





STRENGTH-REPUTATION-SERVICE 


The presence of any one of these three 
qualities as a mark of character in an insur- 
ance company is highly commendable. 


The presence of all three in a company is 
a guarantee of the utmost in insurance 
protection. 


The Home of New York in offering insur- 
ance indemnity to property owners through 
its agents is constantly endeavoring to pro- 
vide the sort of SERVICE worthy of its 
REPUTATION and in keeping with its 
STRENGTH, than which there is no greater 
in American fire insurance. 





THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 


NEW YORK OFFICE: 56 CEDAR STREET 





Aircraft, Automobile (Complete Cover in Combination Policy) 
Earthquake, Explosion, Fire and Lightning, Hail, Marine 
(inland and Ocean), Parcel Post, Profits and Commissions, 
Rain, Registered Mail, Rents, Rental Values, Riot and Civil 
Commotion, Sprinkler Leakage, Tourists Baggage, Use and 
Occupancy, Windstorm. 





STRENGTH REPUTATION SERVICE 
































Late Wm. J. Robinson 
Stood Well in Erie 


MANY COMPANIES IN OFFICE 





At One Time Was General Manager of 
Life Insurance Company in 
Western New York 





The recent death of William J. Robin- 
son, of Erie, Pa., removed a man who 
had won distinction in his community 
and had been honored by his associates 
in the insurance business. At the time 
of his death Mr. Robinson was the Erie 
agent for the National-Ben Franklin, 
Milwaukee Mechanics, Northern of New 
York, United States Underwriters, 
United Firemen’s, Illinois Fire, North 














WM. J. ROBINSON 


River, National Reserve, Globe & Rut- 
gers, Insurance Underwriters, Union 
Fire, New Brunswick, Franklin and 
Massachusetts Bonding. The general 
manager of the agency is William J. 
Robinson, Jr. 

From 1901 to 1909 Mr. Robinson was 
general manager of the United States 
Life in Western New York. In 1909 he 
purchased the Gaggin Agency, of Erie, 
one of the oldest in the city. He had 
represented in Erie the United States 
Life, New York Life and John Hancock. 
At one time he was president of the 
Life Underwriters Association of West- 
ern New York. 

An Erie Estimate 

His death caused a lot of reminiscent 
stories to be published about him in the 
Erie newspapers, one by J. A. Wurz- 
bach reading in part: 

It was on a farm, in Le Boeuf town- 
ship within sight of the trail which 
Washington followed when he came to 
Fort De Boeuf, now Waterford, in the 
winter of 1753, that Mr. Robinson was 
born: This was on March 7, 1854. Like 
many another man who has made his 
mark in the world, young Robinson 
trudged daily to the little country school 
in Mill Village where the mysteries of 
the three R’s were revealed to him. 
During his youth his time was divided 
between the school and his father’s 
farm and then, when in his late ’teens, 
he was sent to a business school, where 
he took a commercial course. 

Early in life he took to politics. 
Before reaching his majority young 
Robinson took an active interest in 
politics and his first vote was cast for 
Governor Hartranft in 1875, in the fall 
of which year he had reached the age 
which gave him the right to vote. From 
that day on Mr. Robinson’s interest in 
politics never flagged and for nearly 
half a century he played an active part 
in the politics of Erie County. 

When he was twenty-three years of 
age Mr..Robinson went into the general 
merchandising business in Mill Village, 
which place was his home for many 
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years and which occupied a large place 
in hig heart right up to his death. For 
ten years Mr. Robinson remained in 
business, making a success of it from 
the start. Before he was thirty he was 
a political power to be reckoned with 
in the county. He took to politics like 
a duck to water and there are many 
of the old time residents who will read- 
ily recall the fighting campaigns in 
which Mr. Robinson took such an active 
and influential part. 

Looking for greater worlds to con- 
quer, Mr. Robinson came to Erie in 
1890 and bought an interest in the Erie 
Dispatch, which at that time published 
a weekly paper which had a wide cir- 
culation and great influence throughout 
the county. A year later he became 
general manager of the Dispatch Pub- 
lishing Company and it was under his 
management that his company bought 
the old Erie Gazette. 

Control of these newspapers greatly 
enhanced Mr. Robinson’s political power 
and prestige. He was head over heels 
in every political battle that was fought 
thirty and more years ago and in every 
campaign he was a factor of import- 
ance. In 1892, in the heat of a hot 
political campaign Mr. Robinson estab- 
lished the Evening News, which,.for a 
time, had a great aggregation of news- 
paper men on its staff. Otto Pettit was 
its editor and among the writers in the 
staff were such men as Frank Woods, 
Harry Knowlton, Sam Woods and 
others. These early ’90’s saw Mr. Rob- 
inson at the height of his political 
power and the man whose cause he es- 
poused usually Won. 

Finally, in 1894, Mr. Robinson sold 
his newspaper interests and organized 
the Dispatch Printing & Engraving 
Company, of which he was presidert 
and general manager. This institution 
won business success from the outset 
and it is still in existence, being con- 
trolled now by almost the same inter- 
ests which went into it at the begin- 
ning. This business and politics did 
not seem. to keep Mr. Robinson busy 
enough and he went into the insurance 
and real estate business under the 
firm name of Robinson and Sawdey. 

Of late years Mr. Robinson devoted 
virtually all of his time to his business, 
although there has not been a single 
political campaign in which he has not 
had some direct interest. Mr. Robin- 
son never held but one county office, 
that of county treasurer, to which he 
was elected in 1886, the year that 
James A. Beaver was elected governor, 
and William L. Scott was elected to 
congress over Charles W. Mackey. 
Mr. Scott, running on the Democratic 
tfcket, carried Erie county in that fight 
by more than 2,000 plurality, but Mr. 
Robinson, running on the Republican 
ticket, carried the county over his op- 
ponent, John Bennett, of Venango town- 
ship, by 1,200 plurality. The late 
James R. Burns was elected to the state 
legislature from the Erie city district 
that year on the Democratic ticket, 
defeating Sam McCord, his Republican 
opponent, by more than a thousand 
votes. 





MUTUALS EXTENDING FIELD 





New Organization, Composed of Twelve 
Companies, Arranging For Joint 
Operation; Baker Appointed 


Chicago, September 6.—The recently 
formed organization known as the Im- 
proved Risk Mutuals, composed mainly 
of western companies, which has re- 


cently extended its field into the east, 
is making arrangements for joint opera- 
tion throughout the country. It is un- 
derstood that A. D. Baker, secretary 
of the Michigan Millers, formerly ac- 
tive in the Western Bureau, will have 
charge of the state of Michigan for the 
new association. Offices probably will 
be opened at both Grand Rapids and 
Detroit. Mr. Baker’s new affiliations 
are of especial interest because of his 
honorary membership in the Western 
Bureau. George A. Minsky, formerly 
Michigan state agent for the American 
of Newark, will -have charge of the 





underwriting in that state. A. C. Baker, 
Los Angeles manager for the North- 
western Mutual of Seattle, has charge 
of the opening of offices in the eastern 
territory. 

The new group of mutuals, which now 
numbers twelve, since the addition of 
the Millers National of Chicago and 
the Central Manufacturers of Van Wert, 
O., proposes to write business at 25 
per cent off tariff rates. Where allowed 
the dividend will be deducted at the 
beginning of the policy year, otherwise 
at the end. Improved risks will be 
written, sprinklered or unsprinklered, 


United States Branch 
83 Maiden Lane, New York 









INOORPORATED 1720 


Royal Exchange Assurance 


LONDON, ENGLAND 
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EVERARD C. STOKES 


United States Manager 








provided they are equipped with the 











Aero Alarm System, FIRE ae 
AUTO THEFTS STIR GRAND JURY RE-INSURANCE | 
NORWEGIAN ATLAS INS. Co., Ltd. | 


Conditions in New York Denounced as 
Crying Shame and Passage of New 


Laws to Curb Evil is Urged Northern Underwriting Agency, Inc. 
15 William Street | 





New laws to curb the epidemic of 
automobile thefts which constitute a 
scandal described as a “crying shame New York 
and a reflection on the fair name of 





New York 








this city,” were urged in a presentment 
filed by the August grand jury on its 
discharge by Judge Nott in General 
Sessions, following an investigation in- 

to the motor car situation. While auto- WE ~ | ERN 
mobile underwriters may lack faith in 


the efficacy of the remedy proposed, ASSURANCE CO. 


that of new laws, still they hope that 


some good may accrue from the publi- OF TORONTO, CANADA 





cation of the report. Fire, Automobile, Explosion—Riots, Civil 
“It is no longer safe to leave a car Commotions and Strikes—Marine 
and Tornado Insurance 


standing on the street,” the presentment 


reads. “Not alone are appurtenances UNITED STATES BRANCH 


January 1, 1920 


of an automobile stolen but the car it- Dietelip: is cecgsd vcaitepis oases Ceeies $5,279,511 
self is now taken with an arrogance Surplus in United States........ 1,734,842 
and impertinence amounting to a com- = losses paid in United 

plete defiance of the law. We strongly —- EB dwt 
recommend that offences of this char- W. B. MEIKLE, President % 








acter be given severe penalty of the law 
and that an example of the thieves be 
made, if possible, to the end that this 
evil be stopped. 

“We urge that the attention of the 
legislature be called to the enactment oe 
of laws which will assist the courts not ; He 
only in imposing stricter penalties but 
in a manner in which the laws will be 
more easily and readily enforced.” 








OPENS AT 75 MAIDEN LANE 
Harry C. Landwehr, certified publi: 


treasurer and director of Frank B. 
Hall & Company, Inc., has opened his 
office at 75 Maiden Lane, where he will 
undertake all kinds of auditing and ac- 
counting work, specializing in audits, 
examinations and statistical work for 
fire, marine and casualty insurance 
companies, agencies and brokerage 
firms. 

Prior to his connection with Frank WM: B. CLARK 
B. Hall & Company, Inc., Mr. Landwehr 
was secretary and director of Joseph 


~ 
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el eae r _ } 
accountant, who recently resigned as /2: 
i 
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BROKERS- 


Representative 


A combination of real S-E-R-V-I-C-E, 
Boston - a ape t - Hartford - Cont.- 
Fire Assoc.-Phoex. of H.-No. Bri. & M. 
Prov. Wash. - Northern - Agric.-G. Falle- 
Niag.-Great Am.-Home. 


CLINTON J. AYRES 
70 Main Street 
SARANAC LAKE, N. Y. 





» Leading FIRE INSURANCE Co of Ameria 


President 


Froggatt & ‘Company, Insurance. ac 102 Years of Service 


He has had eighteen years practical 
experience and is, therefore, qualified 
to handle all branches of insurance 
accounting. 


losses Paid ovet 





The Vermont Association of Insur- 
ance Agents will meet on September 14. 





$195.000,000 





Natien- Wide 
307 FOURTH AVENUE 


LOGUE BROS. & CO., 


Established 1886—HARRY C. FRY, Jr., President 


Fire—Casualty—Automobile Insurance 
acilities for Handling SURPLUS LINES 


Inc. 


PITTSBURGH, PA. 








PHILADELPHIA 


























ADEQUATE CLARENCE A KROUSE & CO SATISFACTION 
FACILITIES ~~ LOCAL AND GENERAL AGENTS ~~ SERVICE 
ALL LINES Oe ek PA ALL LINES 

















HOR 


yest! 

pani 

ing 

Rese 
ent sta 
to cha 
job al 
princip 
years | 

Duri: 
Commi 
was 0 
reserve 
and as 
that W 
return 
the exé 
] will 
serves 


First 
earned 
words 
we hat 

They 
miums 
premiu 
insural 
We eal 
every 

Ther 
as to } 
tablish 
“trade’ 
write | 
and fir 
earn O! 
one-thi 
mium 
premiu 
oursel\ 
twelfth 
thirty-f 
premiu 
five-yez 
yet ea 

This 
sents 
proper 
ine the 
poratio 
credit 
vance. 
oursely 
earned 

It is 
this po 
premiu 
withou 
ready 
cause 1 
are re: 
institu 
takes ¢ 
portion 
it, take 
against 
should 
that w 
when | 


oursely 
ztime o 
1871, 
Were | 
over Ic 
a8 sur 
Stockh: 
Were t 
iums t 
did use 
measur 
conflag 
Tight a 
if my 
though 
New c¢ 
tinued 
Stock 

that er 
holders 











| 


\\* i.) 








September 9, 1921 


THE EASTERN 


UNDERWRITER 


17 





HORTON ELABORATES 
ON FIRE RESERVES 


(Continued from page 1) 


yestments, (which belong to the com- 

panies) plus the profits on underwrit- 

ing operations, are not too great. 

Reserve laws are a part of the pres- 
ent statutes of every state. To attempt 
to change them would be a Herculean 
job and would upset a fundamental 
principle to establish solvency of many 
years standing. 

* During the sessions of the Legislative 
Committee a great amount of testimony 
was offered on the subject of the 
reserves we are required to maintain, 
and as the intimation has been made 
that we “conceal” our profits when we 
return our sworn statements to meet 
the exact requirements of all state laws, 
] will have to explain what these re- 
serves are an@why they are required. 
Definition of Reserves 

First: What are reserves for “un- 
earned premium liability?”’—in other 
words the liability for the premiums 
we have not yet earned? 

They are a pro rata of the net pre- 
miums we write (that is our gross 
premiums, less cancellations and re- 
insurance established as a liability. 
We earn our pro rata of these premiums 
every month). 

There was much evidence presented 
as to percentages of net premiums es- 
tablished as reserves but this is a 
“trade” expression. For instance if we 
write premiums on one-year, three-year 
and five-year policies this month, we 
earn one-twelfth of the annual premium, 
one-thirty-sixth of the three-year pre- 
mium and one-sixtieth of the five-year 
premium in that month and charge 
ourselves with a liability for eleven- 
twelfths of the one-year premium, 
thirty-five thirty-sixths of the three-year 
premium and fifty-nine sixtieths of the 
fiveyear premium which we have not 
yet earned. 

This not only is right, but it repre- 
sents sound business judgment and 
proper bookkeeping. If you will exam- 
ine the statements of big industrial cor- 
porations yOu will find that they take 
credit for fire premiums paid in ad- 
vance. We on the other hand charge 
ourselves for the premiums we have not 
earned. 

It is important for you to know, at 
this point, that we reserve against the 
Premium as expressed in the policy, 
without deduction for the expenseseal- 
ready incurred against it, simply be- 
cause the whole liability exists and we 
are responsible for it. The industrial 
institution previously mentioned which 
takes credit.in its assets for the ratabie 
Portion of the premium returnable to 
it, takes no account of what our expense 
against that premium has been—nor 
should we. But it must be remembered 
that we advanced all these expenses, 
when we set up the liability for un- 
tarned premiums. These expenses 
which we paid in advance out of our 
own surplus funds, are now the basis 
for the charge laid against us of hav- 
ing-concealed profits through improper 
bookkeeping, though you will note that 
the witness himself, since the inquiry, 
has absolved us of that! 

Chicago Fire Proved Need For Reserves 

‘Now why are we required to charge 
ourselves with these reserves? At the 
ztime of the Chicago conflagration of 
1871, before the present reserve laws 
Were perfected, all premium income 
wer losses and éxpenses was reported 
% surplus and was distributable to 
Stockholders as profit. The companies 
Were therefore able to use the prem- 
oy they had not earned, and often 
~ use them, so greatly reducing their 
pensure of solvency. Thus when the 
onflagration came, there were failures 

t and left—over a hundred of them 
thou memory serves me correctly— 
a the better companies paid in 
tased ewe and new surplus and con- 
ma in business. Some of the great 
that companies of today weathered 

crisis by digging into their stock- 
Pockets for fresh funds. 


Having presented the whole subject 
broadly, I now return to the specific 
points raised in your letter of August 
18th. You say: 

“Mr. Best said that (a) half the prem- 
iums collected sufficed to pay expenses, 
etc., and leave a margin of profit for 
the companies; (b) the cther half was 
set aside as a reserve from which to 
meet losses.” 

Your question divides itself into two 
parts which I have established as (a) 
and (b) for distinction. 

First let me touch upon (a): Coun- 
sel was evidently trying to make the 
witness admit that 50 percent of the re- 
-serves went for profit and expenses, 
and in doing this continued to reframe 
his question so that at one time or 
another it covered (1) reserves; (2) net 
premiums; and (3) earned premiums— 
all vastly different factors. 

Mr. Best has so long contended 
(singly and alone, however, so far as 
I am informed) for a readjustment in 
the unearned premium liability (re- 
serve) account, now the law of all the 
states, that he finally permitted him- 
self to agree to a statement that one- 
half these reserves were profit. It was 
an incredible, preposterous, and untrue 
statement and was the basis of the 
severe public censure of the companies 
that the witness himself now styles 
“unfair and baseless.” 

Mr. Best’s Contentions Fallacious 

The witness apparently was so 
anxious to prove correct his contention 
for a readjustment (not reduction) of 
reserves, that he admitted an untruth 
when he stated that about 50 per cent 
of the unearned premium liability is 
profit. 

I submit to you how grossly mislead- 
ing and how untrue this admission of 
the witness was, when I tell you that 
all our expenses are included in these 
reserves and must be repaid to surplus 
before any profit can be realized! 

The only truth to be drawn from this 
particular record is mat the under- 
writing profit, if any, comes through 
this reserve account. When we balance 
our premiums earned out of reserves 
against our losses and expenses in- 
curred, we know whether we have made 
a profit or a loss on underwriting iv 
any given year. 

The witness now attempts to shift 
the blame for misunderstanding his 
testimony to newspaper shoulders but 
in my judgment he himself is the more 
blamable. In part he tries to make 
amends by now stating that the profits 
from investment interest and under- 
writing “upon the amount of money 
risked daily in their business—includ- 
ing the value of the unearned premiums 
—was not excessive, though it was very 
substantial.” 

This latter statement is no more than 
just. The dividends of the 135 leading 
American companies for the past ten 
years, paid wholly out of investment 
earnings, have averaged only 7 per cent. 

(To be Concluded) 





HAD GOOD YEAR 

Chicago, Sept. 6—The Underwriters 
Grain Association has started on a new 
year with comparatively few changes 
in the member companies and their 
percentages. Grain is moving rapidly 
and most of the terminal elevators are 
full. The amount of insurance involved, 
however, due to the low price of grain, 
is considerably less than in previous 
years. 

The operations of the association 
have been very successful, and its loss 
ratio since organization, including the 
Armour elevator loss in Chicago at the 
original estimate, has been only 37 per 
cent. This will be reduced if the salv- 
age on the Armour loss produces more 
than was originally expected and if the 
explosion insurance can be required to 
contribute on that loss. 





PASS BAR EXAMINATION 
Martin C. Engle, while serving as in- 
vestigator in the loss department of 
the metropolitan office of the Fidelity 
& Casualty has been studying law and 
now is being congratulated at having 
passed 


his bar examination. 


Fire Sanitation For 
The Public Welfare 


CONCLUDING MORTON ARTICLE 





Publicity Campaign Closes With De- 
scription of National Board’s 
Useful Work 


—— 

John B. Morton, president of the Na- 
tional Board of Fire Underwriters, ex- 
plains fire sanitation, the welfare work 
of the National Board and the justifica- 
tion for fire insurance protection in the 
eighth and final article on “Giving a 
Thought to Fire Insurance.” Copies of 
the entire series may be obtained by 
agents from the headquarters of the 
Board in New York. The address is 75 
William Street. Widespread use of this 
capable literature should help to offset 
in the public mind erroneous impres- 
sions formed concerning the merits of 
fire insurance companies. Mr. Mor 
ton’s closing article follows in full: 

Stock fire underwriting justifies itself 
every day in the year by the public 
welfare work of fire sanitation which 
permeates its whole structure and 
which goes forward so unceasingly and 
yet unobtrusively. 

Thousands upon thousands of lives 
and millions upon millions of property 
values are needlessly sacrificed every 
year through fires that might be pre- 
vented by carefulness and cleanliness. 

Almost every natural factor in stock 
fire underwriting is a fire sanitation 
agent commissioned to minimize this 
needless human and property waste; 
the actuarial and rating bureaus and 
the local boards and exchanges in their 
survey, inspection and rating work; the 
many companies, their field representa- 
tives, their 180,000 agents and the 350.- 
000 or more employees in the discharge 
of ordinary duties and in public con- 
servation work. 

In a still broader and more public 
way through the National Board of Fire 
Underwriters and its affiliations, fire 
sanitation is being inculcated as a prin- 
ciple in the home, community, state and 
country to the lasting good of the whole 
people. All this is not that the com- 
panies may make larger profits in the 
reduced losses sure to follow—competi- 
tion and the voluntary agreement to 
limit profits attend to that—but that 
the business may justify itself to itself, 
to the public and to the country at 
large. 

When the United States was called to 
take up arms in the late war, the pro- 
tection from fire of cantonments, ship- 
building plants, grain elevators and the 
fourteen thousand factories engaged in 
manufacturing war material became of 
first consideration. The National Board 
of Fire Underwriters—a voluntary or- 
ganization of 180 stock companies asso- 
ciated for educational, engineering and 
statistical purposes, with no control 
over rates of fire insurance and no dis- 
ciplinary power whatever over its mem- 
bership—offered to the government the 
services not only of its own trained en- 
gineers but the experts of Actuarial 
Bureaus, local boards and exchanges 
and the field men of individual compa- 
nies, to prevent the unnecessary loss of 
war material by fire. 

Their work was salutary. The United 
States Grain Corporation did not have 
one solitary dollar of fire loss! Every 
cantonment in the United States was 
protected by engineering rules laid 
down by the National Board staff and 
there were few fires and no conflagra- 
tions. Shipbuilding was protected with 
equally satisfactory results and fires in 


* war working plants were minimized! 


I wish it were possible, in this ef- 
fort to encompass an encyclopedia with- 
in a few-brief sketches, to detail the 
public welfare work of the National 
Board of Fire Underwriters, but must 
content myself merely with saying that 
through Underwriters’ Laboratories it 
provides for expert tests at cost for 
every device submitted which must 
reach an established minimum stand 
ard to receive approval, all subject to 
review by the United States Bureau 


of Standards at Washington; that it 
co-operates with the authorities every- 
where to expose those who perpetrate 
the crime of arson and so jeopardize 
lives as well as property values‘ that 
it helps cities to standardize fire de- 
partments, fire alarms and water sup- 
plies, to adopt standard building codes 
and generally to observe fire sanitation. 

The National Board co-operates close- 
ly with the National Fire Protection 
Association to develop the best methods 
of preventing and extinguishing fire; 
with the Fire Marshals’ Association of 
North America, those state officers 
whose duty it is to apply the laws of 
fire control and investigation; with the 
International Association of Fire engin- 
eers, the chiefs of fire departments 
which are the pride of American cities, 
with safety councils, credit men, civic 
bodies and the specialists in electrical 
manufacturing and installation, in build- 
ing construction and every industry 
where the principles of fire sanitation 
may be made operative. 

The National Board comes into more 
direct contact with the public by litera- 
ture prepared to emphasize Fire Pre- 
vention. Among the many publications 
is “Safeguarding America Against 
Fire,” issued monthly, and ‘presenting 
fire facts for the army of local agents 
to disseminate as fire cautions and fire 
lessons to the people with whom they 
come in direct contact. “Safeguarding 
the Home,” teaching the youth of Amer- 
ica the first principles of fire preven- 
tion and what to do in case of fire, is 
official in several states as a public 
school manual and is used in thousands 
of schools where there are no legal re- 
quirements. There are other publica- 
tions—many others—dealing with the 
prevention, control and extinguishment 
of fire. Then too there is “The Danger 
That Never Sleeps,” a fire caution 
filmed under the auspices of the Na. 
tional Board, and soon to be released. 

These sketches have served merely to 
outline the broader fundamentals of 
stock fire underwriting which, to re- 
peat, serve as a basis for the operations 
of the co-ordinated but not, combined 
companies, all in competition with each 
other and with all other types of car- 
riers. There is no “mystery” about 
our business though there is intricacy 
and complexity—the thousand and one 
ramifications that are not generally un- 
derstood. I know so well the broad 
gauge and public spirit of the vast 
majority ‘of those in charge of the 
destinies of stock fire underwriting that 
I am confident were the people them- 
selves to investigate, they would find 
the whole work so important and so de- 
void of conspiracy or monopoly that 
they would demand its protection and 
not permit of its curtailment or destruc- 
tion. 





The boards of directors »f the Mar- 
evette National Fire and ths Great 
Western Fire have consummated an 
underwriting agreement witn home 





Oscar M. Howland, special agent in 
Hartford for the Fidelity-Phenix, has 
resigned as of September ‘40. 
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Continuously in business since 1282. 





The real strength of an insurance com- 
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agement, an managemen 
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Tells How Insurers 
Reduce Air Accidents 


ELY STATEMENT TO “TIMES” 





Underwriters Laboratories Do Yeoman 
Service in Examining Machines 
and Testing Appliances 





In view of the large number of air- 
plane accidents which continue to oc- 
cur despite many improvements made 
in the construction of aircraft the Na- 
tional Aircraft Underwriters’ Associa- 
tion, through Edmund E, Ely, president, 
and manager of the aircraft department 
of the Aetna Life, gave out a statement 
to the New York “Times” describing 
steps taken by the insurance companies 
to reduce the dangers of fiying. 
Through the Underwriters’ Laboratories 
the insurers work to improve airplane 
appliances and devices and to curtail 
to the greatest possible extent the ex- 
treme number of fatal accidents de- 
laying in this country the advance of 
aeronautics to the point where air- 
planes and dirigibles are useful com- 
mercially. 

For the purposes of classification and 
registration the Aircraft Association 
divides all machines into three groups, 
State, commercial and private, and the 
insurance rate is based on the experi- 
ence of those groups and also upon the 
examination of the pilots. Underwrit- 
ing the human factor forms one of the 
biggest difficulties aircraft insurers 
must contend with. 


Following is the statement of Mr. 
Ely tabulating the work of the Under- 
writers’ Laboratories: 

“The relatively few companies that 


have undertaken the insurance of air- 
craft felt; very early in the operations, 
the need for expert advice on many 
subjects. Foremost among these were 
the construction of ships, the safety fac- 
tor, the performance of engines and the 
experience and skill of pilots. While 
most of the ships submitted for insur- 
ance were of tried and tested types, 
nevertheless some planes were Offered 
concerning whose performance little 
was known, and thé underwriters were 
forced to secure opinions of individuals 
as to the stability of the ship and its 
aero-dynamic qualities. 


“Underwriters Laboratories have for 
many years acted in an engineering ca- 
pacity for insurance companies in the 
inspection and certification of devices 
and materials having a bearing on ‘the 
hazard insured against. It was quite 
logical therefore that the insurance com- 
panies should resort to Underwriters 
Laboratories with a view to having 
them perform similar functions in the 
inspection, classification and registra- 
tion of aircraft and the certification of 
pilots. The insurance companies, mem- 
bers of the National Aircraft Under- 
writers’ Association, are making it a 
requirement for insurance that the pilot 
shall submit his record to Underwriters 
Laboratories and receive their certifica- 
tion, and that the ship to be insured 
shall be of an approved and tested type 
and duly registered with the Under- 
writers’ Laboratories and legibly marked 
for purposes of identification. Design- 
ers of new planes are required, before 
insurance will be granted, to receive 
the approval of Underwriters’ Labora- 
tories as to the airworthiness of the 
ship, its capacity and its performance 
under varying conditions. 


“The program indicated above is in 
actual operation at the present time, 
but it is proposed that .in addition the 
laboratories shall tabulate, classify and 
report on landing fields, investigate and 
plan air routes, and perform such other 
work as will have a bearing on the 
-nsurable hazards.” 


— 
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Banking Paper 
Discusses Values 


STANDARD POLICY EXPLAINED 





Tells Its Readers How Schedule Rates 
Are Made; Buildings Preferred 
By Companies 





(From the Banker and Financier) 

In connection with the adjustment of 
a large packing house loss in a North- 
western city a short time ago, the ques- 
tion was raised as to whether several 
companies having agreed upon certain 
yaluations in connection with the prop- 
erty were free to re-open the question 
when it was later discovered that the 
values were excessive, and that no such 
amount of material as was claimed by 
the assured was required for the proper 
rebuilding of the destroyed plant. A 
condition of the standard fire insurance 
policy provides that in the event of 
loss the assured submit a sworn state- 
ment of values, hence it is wholly rea- 
sonable to reopen an award if it be 
proven later that the values are incor- 
rect, whether they have been made ig- 
norantly or with design. Upon the 
broad principle that fraud vitiates any 
contract, the insurance companies iu- 
terested in the case above referred to 
could have denied all liability, and re- 
fused to further treat with the claimant. 
What they did, however, was to insist 
upon a complete reappraisement of val- 
ues, and when this was done promptly 
settled upon the new basis. It is not 
the theory of fire insurance that a pol- 
icyholder profit through the destruc- 
tion of his property, but rather that its 
true value at the time of the fire be 
paid to him. To settle upon any other 
basis would simply be to invite fires, 
and would be distinctly opposed to pub- 
lic policy. 

Valued Forms 

Two forms of policy are written by 
fre insurance companies; the one 
known as the “standard form of con- 
tract,” which is most generally used, 
and the other titled the “valued policy.” 
The standard form simply agrees to 
indemnify for the amount of a deter- 
mined loss, regardless of the total in- 
surance carried thereon, while the val- 


ued form stipulates that the amount to 
be paid in the event of total loss shall 
be the sum named in the policy. The 
issuance of the latter form of contract 
is made obligatory in certain states, 
several of which, in fact require that 
the local agent make a personal in- 
spection of the property offered for 
insurance and fix the value for which 
insurance will be accepted. The valued 
form of policy is not favored by under- 
writers nor by many public officials, 
upon the theory that it induces fraud 
and hence is opposed to public policy. 
Because of the fixed liability of the 
companies thereunder, a higher rate is 
required than where the standard form 
of contract is used. In states demand- 
ing the valued policies, loss settlements 
are more easily effected, in that the 
face of the policy must be paid should 
— claim be filed; no discount there- 
Tom being permitted for depreciation. 
Tells About Schedule Rating 


In practically all sections of the 
country fire ifsurance rates are now 
— under schedules; that is a basis 
= € for a community is arrived at after 
_ general construction of the city or 
oo is determined, and its fire depart- 
> og water supply and other means of 
this extinguishment ascertained. From 
dessa each mercantile building. is 
9 ou studied, and a scale of given 

ts allowed or penalties imposed 


$ i \ 
He 


for the adoption or for the non-use of 
fire resistive building properties or fire 
extinguishing appliances. Thus, if a 
building be of concrete or of brick con- 
structions; have division walls, wired 
glass windows, metal doors and other 
fire resistive devices it is entitled to 
and receives a far lower rate than does 
the structure erected of frame, or with- 
out division walls and other cut-offs, 
creating thereby large areas and per- 
mitting the rapid spread of flame in the 
event of fire. If in addition to superior 
construction the building is equipped 
with automatic sprinklers, fire alarms 
and kindred pent s for checking fires 
in their incipiént stages, still further 
premium reductions are allowed, there- 
by making it possible for the property- 
owner to determine what his premium 
will be. More than this the fire insur- 
ance organizations of the country have 
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Some Fireman’s Fund Agent | 
Has Probably Said: 


other companies.”’ 


special agents on the road. 


up a good special agent? 
standard? 





‘‘These ads about their fieldmen sound all right, 
but coming down to cases, I can’t see where the 
particular Fireman’s Fund special who visits me has 
anything on the boys who travel for some of the 


Consider how entirely ridiculous it would be if 
the Fireman’s Fund claimed to have the only good 
In the first place just 
what qualities of mind and character go to make 
Who is going to set the 
Who is going to pass judgment on the 
individuals after the standard is set? 


Of course 


there is going to be some difference of opinion. 


What the Fireman’s Fund does claim, though, 
is that all its fieldmen are carefully selected and 


go0od-fellowship. 








skilled engineers whose services are al- 
ways available for those desiring to 
advise regarding methods of fire safe 
building. By taking advantage of such 
facilities the prospective policyholder 
will not only be assured of securing 
for his property the lowest possible fire 
insurance rate but he will get a num- 
ber of valuable suggestions as to build- 
ing construction as well. The plan of 
schedule rating applies only to mercan- 
tile properties and to what are techn!- 
cally kriown as “special hazards,” that 
is, risks such as saw mills, flour mills 
and kindred properties the inherent 
fire hazard of which is severe. Resi- 
dences are broadly grouped into the 
two divisions of frame or masonry con- 
struction, and a rate named for each: 
that on the frame houses, of course, 
being higher than the charge for brick 
or stone. In this connection it might 


thoroughly trained; that they are given to under- 
stand the responsibility of the position they hold in 
standing as the company itself to many of the 
company’s agents; that every opportunity is given 
its fieldmen to strengthen their own positions by 
bringing before the company the needs and views 
of the agents in their respective fields regarding the 
company’s plans and policies; and finally, that its 
fieldmen are expected to render something more 
tangible in the way of agency help than mere 


be said that fire underwriters are sin- 
cerely anxious to reduce the great an- 
nual fire waste of the country, and 
through the medium of the National 
Board of Fire Underwriters are con- 
stantly working with that end in view. 
The engineering division of the associa- 
tion has compiled a model set of build- 
ing laws, both for towns and cities, 
and in addition has a handy volume 
containing practical suggestions for 
home building. It is distinctly untrue 
that, as has frequently been charged, 
fire insurance men welcome fires upon 
the ground that these induce additional 
business. On the contrary, there is 
more profit to the companies in prop- 
erly safe-guarded properties insured at 
low premiums, than in high rated busi- 
ness, and they are all eager to secure 
as much of the former type of risks as 
is possible. 
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Troubles of Automobile Underwriters 
By WILLIAM S. CRAWFORD in “Journal of Commerce” 


Within a period of a few months in- 
surance of the fire and theft hazard 
of automobiles has undergone one of 


the most remarkable changes in the 
history of underwriting. From being a 
class of business which companies 
sought eagerly it has become so un- 
profitable that most of the companies 
writing it are greatly concerned about 
the future, as the losses continue to 
increase and there are no signs of re- 
lief. 

Deflation is the most important im- 
mediate cause of this change from good 
to bad, but back of that are funda- 
mental troubles but for which the 
effect of deflation on the business 
would have been much less serious. 
The majority of the companies writing 
automobile insurance are suffering be- 
cause they have on their books millions 
of dollars of liability which would not 
have been there if the principles 
of underwriting recognized in other 
branches of insurance had not been dis- 
regarded. 

The defective methods which are 
largely responsible for the present try- 
ing situation are partly the result of 
the peculiar development of the busi- 
ness. Automobile insurance started 
only a few years ago. The very rapid 
increase in the number of cars caused 
the volume of insurance to grow faster 
than men were trained to handle it 
properly. In the earlier days rates 
were ample and profits were almost 
certain even though the business was 
not well underwritten. With numerous 
companies entering this branch of in- 
surance, there was a race for volume. 
As a natural result came rate-cutting 
and other irregular practices, the organ- 
ization of conferences to combat these 
tendencies and the adoption of numer- 
ous rules. Many of the companies 
seemed to think that observance of 
these rules was a sufficient substitute 
for actual underwriting. 


Effect of Changing Conditions 


During the war the manufacture of 
pleasure cars was largely suspended. 
Wages and profits increased and thou- 
sands of men found themselves in a 
position to buy automobiles. New cars, 
however, were scarce and the prices 
of used cars advanced greatly. During 
the height of inflation manufacturers 
began turning out large numbers of 
new cars. For months the demand kept 
ahead of the supply. Some purchasers 
paid cash and thousands more bought 
on the installment plan through the 
finance corporations. 

The deflation set in. Workmen be- 
came idle. Many business men failed 
Farmers found themselves short of 
money and unable to borrow at the 
banks. Manufacturers of automobiles 
made marked reductions in prices. 
Within a few months thousands who 
had bought cars found themselves in 


financial difficulties. Many had cars 
only partly paid for. Many had sec- 
ond hand cars which they had pur- 
chased at high prices or cars which 
they had purchased new and used for 
a number of months, and these cars 
were insured for amounts in excess of 
the present prices of new cars of the 
same makes. Automobiles were th: 
best “quick assets” which many un- 
scrupulous people owned, provided 
they could have them burned or stolen 
under circumstances which would not 
arouse suspicion. By this time also 
the theft of cars had become a busi- 
ness. Prohibition came, and with it 
came bootlegging. Much of the illicit 
liquor was transported in automobiles 
stolen by the bootleggers for that pur- 
pose. 

Under these conditions very heavy 
losses to the insurance companies were 
inevitable. If every assured had been 
a person of strict integrity the situation 
would not have been alarming, but the 
assured comprised all sorts of people. 
for the companies had not as a rule 
investigated with much care the repu- 
tation and financial standing of those 
to whom they granted insurance. They 
had overlooked the very important fact 
that the hazard is not in the car itself 
so much as in the character of the man 
who owns it. 


Interest of the Public 


The amount of loss insurance com- 
panies will sustain is not the only ques- 
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tion. The interests of the public are 
more important than those of the com- 
panies, and they have suffered. There 
jg no question that over-insurance has 
caused Many persons to burn their cars 
or have them stolen, and has been con- 


ducive to carelessness on the part of- 


many who would do nothing really 
criminal. All this adds to lawlessness 
which manifests itself in various ways. 
To meet dishonest losses honest assured 
have to pay higher insurance rates and 
to submit to rules adopted in the hope 
of curbing the activities of the dis- 
honest. 

While those of the present troubles 
which have arisen from financial and 
industrial ecnditions will pass away in 
time, the fundamental trouble will re- 
main until those companies which have 
done poor underwriting and poor adjust- 
ing in the past reform their methods. 
Even at the present time those com- 
panies which have handled their auto- 
mobile business as carefully as their 
fre business are not worrying much. 
The companies which thought that men 
without sound underwriting training 
were competent to handle automobile 
pusiness are the ones which are suffer- 
ing most. 

Underwriters of standing expect good 
to come out of the present bitter ex- 
perience. It is forcing companies to 
clean house. It will put a premium on 
good business instead of volume and on 
competent underwriters, rather than 
those who can merely get the business. 
It will probably result in some com- 
panies and some men retiring from 
automobile insurance. When the con- 
panies get rid of the bad business on 
their books they can carry the good 
business under better forms and at 
lower rates than the present ones, and 
their own interests and those of the 
public will be better served. 





BOOST FIRE PREVENTION DAY 





National Protection Association Issues 
Program, Handbook and Poster To 
Aid Campaign Workers 





Active leadership in promoting ob- 
servance of Fire Prevention Day 
throughout North America is urged 
upon members of the National Fire 
Protection Association in a news letter 
from headquarters, 87 Milk Street, 
Boston. It occurs on October 9, the 
fiftieth anniversary of the great Chicago 
fire of 1871. New literature has been 
prepared by the association, including 
a Fire Prevention Day program, a Fire 
Prevention Day handbook and Fire 
Prevention Day poster. 

The program suggests ways in which 
the whole community may be brought 
into active participation in the observ- 
ance itself and into a preliminary ednu- 
cational campaign. The handbook is 
intended for the use of committees and 
others actively engaged in promoting 
the drive. The poster, which is both 
handsome and striking, was designed 
by a member of the association, Day 
& Zimmerman, a firm of Philadelphia 
engineers, and is prepared in United 
States and Canadian editions. 

All this literature may be secured 
from the association, and arrangements 
may be made for printing local name3 
— on the bottom of the 

er. 


524 CARS STOLEN IN AUGUST 





Auto Thieves Becoming More Bold: 
Grand Jury Asks for Heavier Sen- 
tences; Recoveries Good 





Going up! Unofficial figures show that 
524 automobiles were stolen during 
August in New York City. On August 
9 the thieves and owners disposed to 


part with their cars had their greatest 
feast, thirty-five cars being reported to 
the police as A. W. O. L., while August 
21 was the least profitable day of all, 
with only seven cars removed from 
their proper abiding places. 

So acute has become the problem of 
curtailing automobile ,thefts that the 
August regular Grand Jury strongly 
urged Judge Nott, General Sessions, to 
impose more severe sentences on auto 
thieves arrested by the local police au 
thorities. Hold-up men and automobile 
speeders fare badly at present if hauled 
up before judges and magistrates and 
similar examples ought to be made of 
motor car crooks; not wholly in the in- 
terest of the insurance companies but 
to protect the public and curb general 
lawlessness. A fairly good percentage 
of the cars reported stolen have later 
been recovered or found, “found” car- 
rying the insinuation that the owners 
believed their autos too great incum- 
brances to keep longer and so conven- 
iently left them on deserted streets. 





POOR MUTUAL ADVERTISING 





Owner of Stolen Car in Chicago Tells 
Crowds That Comnany Refused to 
Settie Loss 





“Jesse James is not dead yet. My 
car stolen which was insured by the 
Autoist Mutual Ins. Co. who refuse to 


settle the loss.” 


This was the wording emblazoned in 
ten-inch letters on a canvas banner 
which was carried through the streets 
of Chicago last week on a car owned 
by Abe Finkelstein of the Victorv Fur- 
niture Company of that city. Finkel- 
stein parked his car for the full half- 
hour allotted on various busy corners 
of the downtown business section, in- 
cluding a stand in front of the office 
building where the mutual has its 
headquarters. <A ‘hig crowd gathered 
at every stop and Mr. Finkelstein was 
kept busy telling his storv. When 
asked why he had taken out mvtual 
insurance, the car owner said he knew 
better, but that everyone falls at one 
time or another. 

Officials of the company admitted 
that the car was stolen and that a claim 
was filed, as alleged by Mr. Finkelstein, 
but state that the records of the police 
department show that the car was re- 
covered shortly afterward and returned 
to the owner. They therefore denv 
liability under their policy. 





ISSUE CONFLAGRATION REPORT 


An illustrated report on tank farm 
conflagrations at Casper. Wyo.. in June 
and July, has been prepared bv the 
Mountain States Inspection Bureau. a 
member of the National Fire Protection 
Association. A nanoramic view. 9 x 38 
inches, is included. L. H. Simonton is 
manager of the brreau, his address he- 
ing P. O. Box 1740, Denver, Colo. 
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Fire, Tornado; Explosion, Riot and Civil 
Commotion Sprinkler Leakage and Use 
and Occupancy Insurance. Automobile 
Insurance - Fire, Theft, Collision and 


Head Office: 100 WILLIAM ST., NEW YORK 








Telephone Court 1908 


LOGUE, LOWRIE, NIEHAUS & CO. 
AGENTS AND BROKERS 


UNLIMITED son2iit2°22%.r5 SERVICE 
ALL KINDS OF INSURANCE EVERYWHERE 
ARROTT BUILDING, WOOD ST. & FOURTH AVE. 


PITTSBURGH, PA. 








PITTSBURGH - 


J. E.STONE & CO. 
FIRE—AUTOMOBILE—LIABILITY—CASUALTY 
INSURANCE 


716 FIRST NATIONAL BANK BUILDING 
Bell Telephone, Court 2483 


PENNA. 











T 





43 Cedar St., 
New York City 
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DRIVE FOR ELECTRICAL SAFETY 


Materials, switches, fuses, fastenings, 
bushings, conduits and joints, in con- 
nection with electrical fire hazard will 
be the subject of a special fire preven- 
tion campaign to be inaugurated by the 
Wisconsin Industrial Commission. The 
entire state will be covered. The prop- 
erty loss from defective electrical in- 
Stallations in Wisconsin last year was 
$494,125. Efforts will be made to in- 
duce cities and towns to provide for the 
licensing of electricians and inspection 
and approval of all work. The state 
laws do not require this. 
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INSURANCE FEDERATION PLEA 





Joining State Organization Like Taking 
Coverage on Own Business Argues 
Secretary Willoughby 





Insurance men of course believe in 
insurance, but is their own business in- 
sured? This is the query propounded 
in a circular letter in which the claims 


of the Insurance Federation of the State 
of New York for support are set forth 
with vigor by Charles H. Willoughby, 
executive secretary. 

State insurance would put you out of 
business and state insurance is just 
what some interests are working for 
in New York, says the circular. “Na- 
tionalization of Insurance” is now the 
battlecry of certain powerful influences 
in this country and while we may not 
take them very seriously, perhaps, we 
need only to think of woman suffrage 
and prohibition to realize that nothing 
is impossible. 

Even now agitation is on foot for 
insurance legislation, the statement con- 
tinues. “Great oaks from little acorns 
spring” and so may a little agitation 
playing upon public sentiment create 
a condition that will revolutionize or 
wipe out any industry if the men iden- 
tified with that industry do not rise up 
in their might and take drastic action 
to offset the effects of the opposing 
propaganda, 

The Insurance Federation of the State 
of New York was organized for your 
protection, the circular goes on: to 
keep state insurance out of New York 
state. Every man and woman in the 
state identified with the business in any 
way, whether in stock or mutual cora- 
panies, are urged to join forces under 
its banner. 





NEW PORTLAND FIRM 
Tyler & Cook, a new firm of insur- 
ance agents in Portland, Maine, has 
been incorporated with a capitai of 
$10,000. Joseph P. Tyler is president 
and Robinson Cook is treasurer and 
clerk. 


PHILA. AGENCY APPOINTMENTS 

Philadelphia agency appointments 
last week were Carl Helmetag for the 
Mechanics of that city and C. Collier 
Smith, Inc. for the Pacific Fire of New 
York. 
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PROGRESSIVE ANNUAL 
January 1,192! 


CASH CAPITAL $ 1.750,000.00 
ASSETS $ 10,277.226.70 
LIABILITIES. Except Capital $ 5.903,643.86 
NET SURPLUS $ 2,623,582.84 
SURPLUS TO POLICY HOLDERS $ 4,373.582.84 














STATEMENTS, DECEMBER 31, 1920 


AMERICAN EQUITABLE ASSURANCE CO. 
of New York 
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R. A. CORROON T. A. DUFFEY 


Large Lines Written Upon Acceptable Business 


FIRE—TORNADO—CIVIL COMMOTION—RIOT & 
EXPLOSION INSURANCE 


. AGENTS DESIRED IN UNREPRESENTED TERRITORY 
APPLY HOME OFFICE 68 WILLIAM STREET, New York 


Vice-President and Secretary 












First Aid for Fire in 
Home, Auto or Factory 


ANG a Pyrene at an accessible point 
and you have installed one more ef- 
fective weapon to fight the ever in- 

creasing U. S. fire loss. It is $116,399,000.00 
for the first four months of 1921. Over three 
million Pyrenes are fighting the good fight 
now, protecting all kinds of buildings, equip- 
ment and vehicles. 

Twelve years of successful fire fighting 
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motorist and his car 
against any fire starting 
from gasoline, oil or elec- 
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ingidle for years. upholstery or other 
Iteliquid is harm- equipment. And it re- 
less to fine cloth- duces his fire insurance 
ing or furniture. premium 15%. 
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makes every employee within 
reach of a Pyrene an efficient 
fireman on any incipient fire 
caused by. gasoline, benzine, 
acetylene gas, etc. Protects 
electrical equipment. Will ex- 
tinguish a blazing arc of any vol- 
tage used commercially with- 
out danger to operator. Does 
not freeze at 50° below zero. 
Needs no recharging until used. 


is so light and 
simple to operate, 
a woman or child 
can use it effec- 
tively. It is al- 
ways ready— 
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“America Fore” Headquarters Los Angeles 


AN “AMERICA FORE” WELCOME TO 
EVERYBODY AT THE CONVENTION 


HENRY EVANS 
Chairman of the Boards 


Home Offices 
80 MAIDEN LANE, NEW YORK 


PACIFIC COAST DEPARTMENT 
C. E. ALLAN, Secretary 
Insurance Exchange Building 
SAN FRANCISCO, CAL. 


Other Managing Branch Offices 
CHICAGO, MONTREAL 


AMERICAN EAGLE 
FIRE INSURANCE COMPANY 
Cash Capital, $1,000,000 Norman T. Robertson, Pres. 


THE CONTINENTAL 
INSURANCE COMPANY 
Cash Capital, Ten Million Dollars J. E. Lopez, Pres. 


FARMERS INSURANCE COMPANY 


. CEDAR RAPIDS, IOWA 
Cash Capital, $200,000 Paul L. Haid, Pres. 


FIDELITY-PHENIX 
FIRE INSURANCE COMPANY 
Cash Capital, $2,500,000 C. R. Street, Pres. 
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Baltimore Premiums 
Show 25% Decrease 


HALF YEAR TOTAL $2,267,110 


Central Fire, Baltimore, Heads List 
With $174,560; Home Next; and 
National of Hartford, Third 


Fire premiums written in Baltimore 
and the five mile limit around the city 
during the first six months of the cur- 
rent year show a decrease of approx- 
imately 25 per cent over the volume 
written during the same period a year 
ago. Expressed concretely, the pre- 
miums from January 1 to June 30 total- 
ed $2,267,110 as compared with $3,043,- 
165 for 1920. These figures are pub- 
lished by the Association of Fire Un- 
derwriters of Baltimore City. The Cen- 
tral Fire of Baltimore leads in pre- 
mium income with $174,529; the Home 
ranks second; the National, of Hart- 
ford, third; and the Baltimore Amer- 
ican, fourth. Figures for the twelve 
leading companies follow: 

Company 1921 1920 
Agricultural $38,190 
American Eagle 67,393 
Baltimore American.. 9,86 69,152 
Central, Baltimore 198,480 
Hartford 64,252 
Home N. Y. ,62% 95,472 
Home Underwriters .. 4 36,714 
Insurance Co. of North 

America 59,145 
Liverpool & London & 

Globe ‘ 59,181 
National, Hartford 114,072 
National Liberty 68,650 

56,217 





WESTERN AUTO IDEAS 

The Western Automcbile Underwrit- 
ers Conference has asked agents in 
Cleveland, Detroit and Kansas City to 
consider the advisability of eliminating 
equipment from theft coverage, except 
in case of total loss, in consideration 
of the 25 per cent reduction ‘n the rate. 


RECIPROCAL ON THE ROCKS 


The Illinois Plate Glass Insurance 
Association of Chicago Closes 
Its Doors 


Chicago, September 6.—The Illinois 
Plate Glass Insurance Association, a 
Chicago reciprocal, which has been 
known to be skating on rather thin ice 
for some time, has closed its doors. It 
has been writing at 25 per cent under 
conference rates, with 30 per cent com- 
mission to agents, and it has been ap- 
parent for some time that it could not 
continue long on that basis. No in- 
formation is obtainable as to its finan- 
cial condition, as under the Illinois law 
prior to the adoption of the new re- 
ciprocal act at the recent legislative 
session, no reports were required from 
plate glass reciprocals. 

Harry La Vigne, attorney-in-fact for 
the exchange, can not be located. His 
office is closed and none of his friends 


have seen him for some time. He also. 


operated the International Plate Glass 
Company, dealing in plate glass, which 
closed up some time ago. It is under- 
stood that nearly six months ago he 
gave another reciprocal permission to 
take over any of his business it wanted 
without commission and that consider- 
able of the business was taken over in 
that way, but that concern also is in 
rather bad shape. It seems unlikely 
that subscribers will be able to recover 
any considerable amount out of the 
wreckage. 





ANTI-SHINGLE LAW HELD UP 

The wooden shingle men of Califor- 
mia have been successful in securing 
the requisite number of names to their 
petition for a referendum vote on the 
housing bill passed by the last legisla- 
ture forbidding the use of wooden 
shingles on roofs of buildings. In con- 
sequence, the bill. which was to have 
become effective September 1, will re- 
main inonerative until the people ex- 
nress their will at the November eler- 
tion of next vear. Thisis the bill which 
the National Fire Protection Associa- 
tion commended bv resolution at the 
annual meeting in San Francisco. 
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SCHAEFER & SHEVLIN 


GENERAL AGENTS 
FIRE and AUTOMOBILE INSURANCE 


Excellent Facilities for Handling Suburban Business 
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THE LAW 


Relating To 


Automobile Insurance 


as stated and applied in the decisions con- 
cerning AUTOMOBILE FIRE — THEFT — 
COLLISION—TRANSPORTATION and 
INDEMNITY 
insurance policies from the first reported 
case in 1908 to the latest in June, 1921, with 
analyses of the cases 


By JOHN SIMPSON 


The subjects treated cover every point 
which has arisen in the higher courts re- 
garding automobile insurance and include: 
Power to Write Automobile Insurance, 
Constitution of the Contract, Construction 
of Policies, Representations and Warran- 
ties, Valued Policies, Depreciation, Refor- 
mation and Cancellation, Proofs of Loss, 
Powers and Authority of Agents, Brokers 
and Adjusters, Arbitration, Appraisal and 
Award, Extent of Loss and Option to Repair, 
Subrogation, Dealers’ Policies, Reporting 
Fire Losses, What Constitutes Theft, Re- 
porting Theft Losses, Return of Recovered 
Automobiles, What Constitutes Collision, 
Losses in Transportation, Violations of Law 
by Insured, Settlements with Injured Per- 
sons, Interference with Negotiations and 
Suits, Notice of Accidents, Reference to 
Insurance in Negligent Actions, Actions and 
Defenses, Public Service Vehicle Bonds, 
etc., etc. 
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scoffs at Government 
By Investigating Probe 


GETS NOWHERE—UNDERWOOD 
Association Secretary Says Qualified 
Men Have Duty to Tell Insurance 

Story Correctly 


Educate the public and your business 
js safe. 

That was the gist of a message given 
to members Of the Texas Association 
of Insurance Agents this week by W. 
B Underwood, editor of the “American 
Agency Bulletin,” the organ of the Na- 
tional Association of Insurance Agents. 
Mr, Underwood had stopped off in Texas 
on his way to the Los Angeles conven- 
tion of the National Association. These 
Texas conventions are about the big- 
gest of any of the state organizations, 


and have been good keynote sounders. 


In the opinion of Mr.*Underwood the 
fire insurance business—always a peren- 
nial football for politicians—is facing 
now a series of more vigorous assaults 
from demagogues than usual. He called 
attention to the crusade against fire 
insurance on a tissue of ex-parte state- 
ments made by Counsel Untermyer, of 
the Lockwood committee, the net result 
of which he said was to abuse rankly 
the confidence, particularly of Eastern 
insurance buyers, and to confuse and 
mislead the insured relative to matters 
of insurance practice. The speaker 
paid his respects to government by 
commissions and investigating commit- 
tees. In the vast majority of cases such 
government is productive of nothing 
but turmoil, destruction and suspicion. 

Doggerel Recalled 
The activities of some people alonz 
this line reminded the speaker of an 
old piece of newspaper doggerel: 
I'm thankful that the sun and moov 
Are both hung up so high, 

That no presumptuous hand can 

stretch 

And pull them from the sky. 

If they were not, I have no doubt 
But some reforming ass 

Would recommend to take them down 
And light the world with gas. 

Indifference and Neglect 

Continuing he said: 

“It is becoming increasingly plainer 
that as the result of continued misrep- 
resentation of the insurance business 
and the disposition of legislatures +¢o 
amnul the operation of the principles 
necessary to its existence as a public 
security, that local agents will have to 
add as a part of their service to the 
people a permanent educational course. 
This, of course, implies the possession 
3 — of full qualifications for the 


FRED. 8S. JAMES 





CARROLL L. DE WITT 


WESTERN DEPARTM 
175 wen Jackson ‘ Bvid. 


“Information in the possession of the 
buyer, of anything respecting the ac- 
tual nature of his purchase is the only 
sure security of the seller. Much of the 
popular ignorance of insurance is due to 
the indifference of those who must rely 
on its protection; some of it arises out 
of the neglect of agents in failing to 
make ‘their customers familiar with it. 
Upon ‘this ignorance at a critical mo- 
ment springs a superstructure of sus- 
picion and dissatisfaction, especially 
when the results do not equal the un- 
warranted expectations or when, as in 
the instance previously cited; some offi- 
cial body, generally for political pur- 
poses, distorts the essential practices of 
the business into vices and arraigns 
the practitioners as conspirators 
against the public welfare. Their al- 
legations, ridiculous and absurd to us. 
are plausible and of substance to those 
who lack requisite knowledge of the 
subject. 

“This thing will continue periodical- 
ly—companies and their agents will be 
harassed and their interests impaired— 
until the agents throughout the country 
educate the insuring public on insur- 
ance, its constitution, the fundamental 
principles of its operation and upon not 
only the rights and privileges of policy- 
holders but the duties and obligations. 

“In order to do this, the agent must 
himself be qualified. He cannot give 
that which he does not possess. We 
would deceive ourselves if we should 
conclude that all the agents who hold 
company commissions possess’ the 
knowledge and experience requisite 
properly to discharge the duties and 
perform the services which should be 
efficiently rendered the public and their 
principals. 

“The presence of incompetent men in 
the agency force is a menace to the 
public interests, a moral and financial 
injury to proficient agents and, as it 
must seem to all, a hazard of undeter- 
minable proportions to the companies 
employing them. 

“The remedy for these disadvantages 
is a proper standard of agency qualifi- 


cation. Admittedly, the proposal is in- 


finitely easier than the attainment. 
There are innumerable difficulties in 
securing the enactment of a law pre- 
scribing qualifications, particularly one 
uniform as to fundamentals, and yet 
adaptable to local conditions in the sev- 
eral states.” 





LAY FIRE TO INCENDIARY 


State police are investigating a fire 
at Winsted, Conn., which destroyed a 


-barn and gutted an adjoining house 


owned by Eugene Crilley on the out- 
skirts of the town on Sunday, August 
29. Police action followed an investiga- 
tion by an officer from the office of the 
state fire marshal. Crilley was ques- 
tioned and said he was in Hartford at 
the time of the fire. 

The Winsted officials believe the 
blaze was of incendiary origin. 
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“Insurance 
Man”— 


the open sesame 
to every courtesy 
within our power. 


Room with de- 
tached bath $1.50 
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United States Fire Ins. Co., N. Y. 
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Freeport, Illinois 
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CRUM & FORSTER 


GENERAL AGENTS 
NEW YORK CITY 


The North River Ins. Co., N. Y. 
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tory, including INSPECTION and ENGINEERING SERVICE. 
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MOBILE and ALL CASUALTY LINES. 


General Agents in Erie and Niagara Counties for 
Norwich Union Indemnity Co. 
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W. 0. ROBB BACK 


Willis O. Robb, manager of the New 
York Fire Insurance Exchange, has re- 


turned from his vacation. 


The Sprinkler Leakage Conference 


has sent rates to all 


agents of the 


American of Newark in conference ter- 
ritory, at the request of the American, 
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0. F. WALLIN 


PACIFIC COAST DEPARTMENT 
362 Pine Street 
San Francisco 














j 
} 







































September 9, ig) 





——, 








January 1, 1921 
ASSETS 

U. S. of America Victory Liberty Loan...... 1923 $1,062,400.00 Kansas City Terminal Ry. Co. Bonds........ 1921 49,000.00 
U. S. of America Second Liberty Loan....... 1942 67,500.00 Kelly-Springfield Tire Co. Notes............ 1921 48,184.44 
U. S. of America Third Liberty Loan........ 1928 75,000.00 Liggett & Myers Tobacco Co. Gold Notes.... 1921 150,000.00 
U. S. of America Fourth Liberty Loan....... 1938 100,000.00 EAgom, City el, Glia Teiiec sci alec sce 1930-31 32,550.00 
Philippine Government 1 yr. Ctf. of Indeb... 1921 200,000.00 Maryland, State of, Bonds.................. 1921 25,000.00 
American Dock & Imp. Co., First Mtg....... 1921 100,000.00 Michigan Cent. R. R. Co., Equip. Tr......... 1921-22 50,000.00 
American Tel. & Tel. Co., Conv. Bonds....... 1925 100,000.00 Morris & Co. ActemtSieds...... 2... cc cceees 1921 54,036.35 
American Tel. & Tel. Co., 3 yr. Gold Notes... 1922 98,000.00 New York, City of, N. Y., Bonds............ 1926-30 295,000.00 
Armour & Co., Notes, end. by Bk. of Montreal 1921 24,546.88 New York Central Lines. Equip. Tr.......... 1921 195,000.00 
Bethlehem Steel Co., Equip. Trust Ctf....... 1922 45,000.00 WeeRGeS CA On Cie eck see ice = olen 1921 50,000.00 
Bethlehem Steel Co. Notes................. 1923 50,000.00 Nor. Pac., Gt. Nor., C., B. & Q. Joint........ 1921 121,250.00 
MI NO EON gia ire «tues 0.0 boa ieee wee 1921 96,177.78 Pennsylvania Company Bonds.............. 1921 327,000.09 
Chicago & Northw. Ry. Co. Deb............ 1921 100,000.00 Pennsylvania General Freight Equip. Tr..... 1921 150,000.00 
Chic.,Milw. & St. Paul Ry. Co., C. P. & W.... 1921 158,000.00 Pennsylvania Tank Line Car Equip......... 1921 50,000.00 
Chicago, Rock Island & Pac. Coll. Tr........ 1922 49,000.00 Procter & Gamble Gold Notes.............. 1921 100,000.00 
Cincinnati, City of, Ohio, Reg............... 1926 34,300.00 Reading Company Equipment Trust......... 1921 40,000.00 
Clev., C., C. & St. L. Ry. Co., Equip. Tr...... 1921 50,000.00 Reynolds, R. J., Tobacco Co. Notes.......... 1922 198,000.00 
Continental Can Co. Notes................. 1921 48,188.89 St. Paul Union Dept. Co., 5 yr. Gold Notes... 1923 49,000.00 
Copenhagen, City of, Denmark, Bonds....... 1956 118,965.00 Schall, William & Co.,,Acceptances.......... 1921 29,437.50 
Cudahy Packing Co., Gold Bonds............ 1923 38,500.00 Sears, Roebuck & Co. Notes siccenehiees ites ia 1921-22-23 195,310.00 
Danish Govt. 15 yr. Debentures............. 1932 203,940.00 South Carolina State of, Notes............. 1921 150,000.00 
Danish Govt. Ctf. of Indeb................. 1931 67,980.00 Swift & Co., 2'2 yr. Gold Notes............. 1921 100,000.00 
Danish Statslaan of 1919................... 1969 64,117.50 Texas Co. 3 yr. Sinking Fund Notes......... 1923 198,000.00 
Dayton, City of, Ohio, Reg. Taxable......... 1928 29,400.00 Tobacco Products Corp. Disc. Notes......... 1921 48,100.00 
Endicott Johnson Co. Notes................. 1921 48,355.56 Trenton, City of, N. J.,-‘Street Impt. Bonds... 1924 50,000.00 
Fifth Av. Apartment Bldg., First Mtg. Bonds 1922 25,000.00 United States Envelope Co. Gold Notes...... 1921 35,000.00 
Fisk Rubber Co. Bidg., First Mtge. Bonds... 1922 50,000.00 Va. & Car. Chemical Co., S/F Conv. Deb..... 1924 99,000.00 
Ft. Worth & Deny. City Ry. Co., First Mtg... 1921 75,000.00 Virginie ‘Ry. Tt <TR oo vos oe 0.505050 wall 1921 50,000.00 
Gen. Amer. Tank Car Corp., Equip. Tr....... 1921-22 99,750.00 Western Electric Co. Notes................. 1921 191,911.11 
Great Atl. & Pac. Tea Co., Con: Gold Notes.. 1921 50,000.00 Western Electric Co. First Mtge............ 1922 24,250.00 
Houston & Tex. Cent. R. R. Co. Gen. Mtg.... 1921 72,750.00 Watson &, Co, Int, Oe oss cence sicsecciess 1921 48,144.44 
Howell, B. H., Son & Co., Acceptances....... 1921 98,227.78 Yonkers, City of, N. Y., Ctf. of Indebt........ 1921 100,000.00 
Illinois Central Equip. Tr.................. 1921 30,000.00 110 William St. Corp. Reg. Debentures...... 1922-23 100,000.00 
Jersey City, City of, N. J., Gold Bonds...... 1923 $25,000.00 -— pene 
TE iv. o aiden tinted ais -awi.eeectaees $6,958,273.23 

RE CRON NNR i 8 Ce ee RE) eer ee $6,958,273.23 

Cash in Banks, Uncollected Balances and Interest Accrued............. 1,481,686.01 

SORAL ARGS 5505S Ss ve ee ewes es $8,439,959.24 

LIABILITIES 

Reserve for Outstanding Losses........................ ce ueueceeeen $1,852,589.83 

Reserve for Unearned Premiums..........:........... 00 cceecuuceues 4,216,977.49 

Ai Othie LBEis: OS BRE COPRAM . RATA Oo. GST © RaRee selma 351,632.27 

NET SURPLUS =: 222257803. BOM: BIAS IHEAS, OH $. FATS. & i 2,018,759.65 

$8,439,959.24 

SUMNER BALLARD, U. S. Manager 
80 Maiden Lane, New York 









































Septen 


= 
a 
Cott 

U 


EXPE! 


Volum: 
40% 


No ¢ 
rine in 
ing op’ 
1922 s 
cant fe 
year Ww 
erably 
season 
twenty 
& Ma 
pool,” 
and fo 
presen 
return 
perien 
tractio 
bility « 
in the 
made, 
ering 
cally t 
reduct 


prem: 
cotton 
over | 
ward 

tractic 


——-. -) . T 





] 



















September 9, 1921 


THE EASTERN 


UNDERWRITER 








MARINE DEPARTMENT 





— _—- 





_ 
Cotton Rates Remain 
Unchanged This Year 


EXPERIENCE IS SATISFACTORY 





Volume of Premiums Last Year Off 
40%; 1920 Surplus Cotton Covers 
1921 Short Crop 





No changes were effected in the ma- 
rine insurance cotton schedules becom- 
ing operative September 1 for the 1921- 
1922 season. This is the most signifi- 
cant feature of the opening of the new 
year which was ushered in with consid- 


erably less gusto than the preceding 
season when the rates were sliced 
twenty per cent. Both the Cotton Fire 
& Marine Underwriters and the “old 
pool,” composed of a group of American 
and foreign companies, agree that the 
present premium charges yield a fair 
return on the underwriting but that ex- 
perience won’t permit of further con- 
tractions in the schedules. The possi- 
bility exists that some minor alterations 
in the inland transit cover may be 
made, but the rates and conditions cov- 
ering ocean shipments remain identi- 
cally the same as heretofore. All told, 
reductions totaling approximately thirty 
per cent were made last year, both as- 
sociations of cotton underwriting com- 
panies taking off an additional ten per 
cent after the 1920 season had got 
under way. 

An official in close touch with the 
coiton fraternity states that the vo!ume 
of premiums written on shipments for 
the year just ended failed to exceed 
siaty per cent of those received during 
the twelve months when “cotton was 
king” and each pound sold abroad, or in 
this country, brought thirty cents or 
more. The severe contraction in raw 
eotton prices accompanying the decline 
in foreigu buying power and manufac- 
turing ability appreciably reduced the 
prelu:uni income of the insurers but as 
cotton is in constant demand the world 
over the number of bales moving sea- 
ward remains fairly constant, the con- 
tractions and expansions in income mir- 


roring price fluctuations. 


Of late “futures” on the cotton mar- 
ket have soared wildly on reports is- 
sued by the Government that the crop 
is short several million bales. To offset 
this apparent scarcity for next year, 
there remains in growers’ hands and 
warehouses nearly 7,000,000 bales which 
measure the surplus remaining from 
last year’s tremendous crop. Moreover, 
cotton underwriters discount partly the 
Government’s estimate that the yield 
will be in the neighborhood of 7,037,000 
bales of 500 pounds gross. Nine million 
bales would be nearer the correct figure 
they believe. 

In other words the insurers aren’t 
carried away by speculative price rises 
on the Cotton Exchange to visualize 
@ permanently higher level of values, 
and consequently a broadening of pre- 
nium income. While cotton growers 
experience difficulty in finding buyers 
for hundreds of thousands of bales of 
both high grade and inferior quality 
cotton the spot market won’t see a host 
of persons outbidding one another for 


bales under th 
dite e belief that a shortage 


BACKS SUNKEN TREASURE HUNT 





Converse D. West Aids in Financing 
Quest for Tons of Silver and 
Kegs of Gold 
Marine insurance men in the Beaver 
Street quarter are watching with the 
intense interest inherent in tales of 
daring attempts to recover sunken 
galleons of golden treasure for news of 
the success or failure of a salvaging ex- 
pedition in which the little American 
steam trawler Ripple is now engage‘. 
It is no mean prize the salvagers are 
after either, it being no less than 21 
tons of bar gold and many kegs of gold 
coin. The financial backers of the ven- 
ture are Converse D. West, a marine 
underwriter, 47 Beaver Street, and H. L. 
Gotham, head of a corporation with 

offices at 15 Park Row. 

The treasure lies in the hull of the 

Ward liner “Merida,” which was sunk 
May 12, 1911, in the Atlantic, while on 
a run from Havana to New York as a 
result of being rammed by the Admiral 
Farragut of the American Mail line. 
The Farragut took off every person 
from the doomed ship but it sank with 
all its treasure before even the safe 
containing the passengers’ money and 
valuables could be opened. 
) Other than the fact that Mr. West is 
a prominent insurance man there are 
no features of the quest that are of 
more interest to the insurance public 
than to the world at large. 








WHY HAVE OFFICES HERE? 





British Paper Criticizes American Un- 
derwriter For Defending This Mar- 
ket As The Best 





“Syren & Shipping,” a spicy, bright 
journal published ifi London, cynically 
comments on a certain statement made 
by Walter D. Despard, marine under- 
writer here for for two foreign compa- 
nies, regarding the wisdom on the part 
of shippers in placing their insurance 
with American agents instead of cablinz 
abroad for protection. This is what 
Mr. Despard said: “It is not even nec- 
essary, as a rule, for an American mer- 
chant to go outside of the United States 
for protecticn. The foreign market is 
available here through the American 
agencies of the very best foreign com- 
panies. Therefore, my advice is, and 
always has been,:to stick to the Amer- 
ican market for insurance.” “Syren & 
Shipping” paraphrases these remarks to 
mean: “If you want foreign insurance 
have it, but let the American agent get 
a rake-off on it.” 

Apparently the British contemporary 
objects to the maintenance of United 
States branches of foreign companies 
or cannot see their usefulness. Cer- 
tainly if many English companies 
thought they could not better their own 
interests and give improved service to 
assureds by appointing American ma- 
rine managers they would have ceased 
writing here long ago. A perfectly 
logical statement is Mr. Despard’s and 
one which should reach brokers’ ears, 
and also those of a few foreign under- 
writers who compete for business 
against their own branches here. Not 
the company but the rate is the decid- 
ing factor in the brokerage offices, and 
in the event that a foreign insurer re- 
fuses to or is unable to settle some big 
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WM. H. McGEE & CO. 
15 WILLIAM STREET, NEW YORK 
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GENERAL AGENTS WANTED 





Automobile Insurance 


INDEMNITY MUTUAL MARINE ASSUR- 
ANCE CO., LTD., OF LONDON, ENGLAND 


Organized 1824 


UNITED STATES LLOYDS, Inc., 
of NEW YORE, N.Y. 


Organized 1872 


Incorporated 1918 


Incorporated 1886 


THE TOKIO MARINE AND FIRE 
INSURANCE CO. 
LTD., OF TOKIO, JAPAN 
(Marine Department) 
Incorporated 


APPLETON & COX, Inc., Attorney 


1-3 So. William St. 


NEW YORK 


. AN ATTRACTIVE PROPOSITION 
GENERAL AGENTS WANTED 








EFFECT OF EXCHANGE RATES 





Remittances to Bolster Norske Lioyd’s 
Account Here Stopped Says 
Van Iderstine 





Robert Van Iderstine, president of the 
International Fire & Marine Agency 
Corporation, upon his return last week 
from Europe, stated that exchange difli- 
culties have everywhere blocked the 
reorganization of foreign marine com- 
panies’ branches in the United States, 
and the inexpediency of attempting to 
transfer funds to this country from the 
home office of the Norske Lloyd was 
the determining factor in the decision 
to discontinue direct marine and fire 
re-insurance underwriting here until 
the rates of foreign exchange more 
nearly approximate their pre-war levels. 

The Norske Lloyd’s heavy losses were 
confined entirely to ‘the marine ac- 
counts, the fire re-insurance business 
yielding. a comfortable margin of profit, 
but the latter business could not be 
retained on the books, naturally, be- 
cause the State Department does not 
differentiate between the fire and mar- 
ine results in reviewing the finances of 
a company to ascertain whether the 
total United States assets fail to meet 
the requirements of the State law. 


England, France, and Holland, as 
well as the Scandinavian countries 
alike are suffering from an overdose of 
marine losses and a lack of premiums 
on a large volume of good overseas 
business, Mr. Van Iderstine observed. 
Every insurance market reflects the 
same degree of stagnation and all hope- 
fully await the upward turn which is sa 
eagerly desired. 








claims, well, the broker has his com- 
mission. Someone has to appeal to the 
inherent common sense of certain ship- 
pers and if brokers waive that little 
point in deference to matters more vital 
to themselves, Mr. Despard is to be 
thanked for his efforts. 








COVERS ON 30 DAY CONTRACTS 

















Bank Inquires Whether Insurers Make 
Automatic Provisions For Extend- 
ing Protection at Destination 





An inquiry was received recently by 
The Eastern Underwriter from the in- 
surance department of a bank, 
trolled by New York’s leading trust 
company and handling South American 
accounts principally, asking} whether 
shipments made under contracts call- 
ing for payment within thirty days 
were protected by insurance in view of 
the reluctance of marine underwriters 
to extend coverage beyond the cus- 
tomary fifteen days without notice from 
the brokers or assured. South Amer- 
ican importers often exercise their 
privilege of postponing payment until 
the last moment permissible—in faet 
the question of collections is as bad in 
the mercantile trade as in insurance— 
and the matter of securing coverage 
for goods after the initial fifteen days 
have expired is very pertinent from 
the bank’s standpoint. 

One underwriter says that providing 
shipments remain ‘on docks, wharves or 
sheds controlled by the carriers insur- 
ance may easily be extended to cover 
the remaining fifteen days upon pay- 
ment of a slight additional premium, 
but if the merchandise is dumped in 
some warehouse, there to remain un- 
guarded and in imminent danger of 
destruction by fire it becomes more 
difficult to insure the risk for the so- 
called “nominal sum.” Having learned 
by costly experience the wide variety 
of risks to which goods on shore are 
subject, marine underwriters cannot be 
criticized for terminating the insur- 
ance in the original policy fifteen days 
after the cargo is discharged from the 
vessel. The story of the Havana con- 
gestion is still fresh in the memory of 
the local market. 


con- 
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Fix Exchange Rates 
On Foreign Claims 


HOUSE OF LORDS DECISION 





Period of Vessel’s Detention, Not Date 
.of Judgment, Forms Basis for 
Currency Conversion 





In view of the tremendous weight 
foreign. ,exchange rates, are paying in 
the . settlement” of ariné ‘insurance 
claims and the strengthening of ac- 
counts of branch offices, a recent deci- 
sion in the House of Lords, England, 
to the effect that in paying claims in a 
foreign currency the rate of exchange 
prevailing at the time damages were 
incurred should be used as the basis of 
conversion and not the date of the en- 
try of judgment against the defendant 
company, merits attention. The case 
is that of the owners of the Italian 
steamer “Volturno” against those of the 
British vessel “Celia.” The former ship 
had been damaged by collision with the 
“Celia” in the Mediterranean and de- 
tained from December 25 to 30, i917, 
at Gibraltar, while temporary repairs 
were made. Later she was withdrawn 
from active service at Newport News, 
Va., from January 24 to February 18, 
1918, to allow for the completion of 
permanent repairs. Claim for expenses 
and loss of time was filed November 
19, 1919, and agreed upon except for 
the matter of exchange rates. The 
Registrar’ assessed the claim June 24, 
1920, stipulating that the rate of ex- 
change on the day of assessment should 
govern the conversion. 

Objection was taken by the owners 
of the “Celia” to the Registrar’s daie 
and the question brought before Justice 
Hill for adjudication. He held that the 
respondent’s claim must be assessed 
with reference to the rate of exchange 
prevailing at the actual period of de- 
tention. This viewpoint was upheld by 
the Court of Appeals and House of 
Lords. In the House the vote was four 
to one for dismissal of the appeal. The 
following extracts are taken from a re- 
port published in the London “Times”: 

“Lord Buckmaster, after stating the 
facts said:—A judgment, whether for 
breach of contract or for tort, where, as 
in this case, the damage is not con- 
tinuing, does not proceed by determin- 
ing what is the sum which, without re- 
garding other circumstances, would at 
the time of the hearing afford compen- 
sation for the loss, but what, was the 
loss actually proved to have been in- 
curred either at the time of the breach 
cr in consequence of the wrong. With 
regard to an ordinary claim for breach 
of contract this is plain. Assuming 
that the breach complained of was the 
non-delivery of goods according to con- 
tract, the measure of damage is th: 
loss sustained at the time of the breach 
measured by the difference between the 
contract price and the market price of 
the goods at that date. There is a very 
formidable body of opinion in recent 
decisions against the appellant’s conten- 
tion, and the only authority to which 
he can refer in his support is an Amer- 
ican decision in the case of Marburg v. 
Marburg, decided in 1866, reported in 
26 Marylands Reports. There does not 
appear to have been any consideration 
of the question in the Supreme Court 
of the United States. The principle 
underlying the decision in the Maryland 
case appears largely to be due to ths 
consideration of text-books on interna- 
tional law. In one sense the case un- 
doubtedly affects international matters, 
but it does not necessarily follow that 
it involves consideration of internation- 
al Iaw. The real question must de- 
pend upon the true effect of a judgment 
in one country relating to damages that 
are measured in terms of a foreign cur- 
rency, and in this international rela- 
tionships do not necessarily enter. Dis- 
putes similar to that in the present 
ease could easily arise between two 
British subjects. out of a purely British 
contract. Where the measure of dam- 
age was originally expressed in terms 
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of a foreign currency in such a case 
ihe English Court could and ought to 
measure the damages at a proper date. 
and then at that date convert the for- 
eign exchange into English currency. 
There can be no difference in the prin- 
ciple when one of the litigants is not a 
British subject. 

“Lord Carson differed. He said that 
it was contended that the damages 
must be assessed with reference to the 
actual periods of detention. It was at 
that time that the owner suffered dam- 
ages by loss of use. With that he en- 
tirely agreed. But:when it was added 
that it followed that that was also the 
date at which the exchange must be 
taken for the purpose of conversion 
with a view to entering judgment he 
did not follow the reasoning. He as- 
sumed that in assessing the damages all 
the necessary adjustments would be 
made and elements of damage consid- 
ered. It might be that, for instance, in 
the present_case the temporary repairs 
at Gibraltar had to be paid in sterling, 


and it would, of course, follow that the 
amount of lire which the sterling rep- 
resented at the rate of exchange at that 
date should form an item in the dam- 
ages. Similarly, if goods had to be 
bought in the market in England to re- 
place English goods not delivered under 
a contract with a foreigner, the date of 
such purchase would necessarily fix the 
rate of exchange in assessing the dam- 
ages. But he did not think that there 
was any connection between the fixing 
of the damages and the rate of ex- 
change to be taken in relation to cer- 
tain items thereof at certain dates, and 
the rate of exchange to be fixed for 
the purpose of entering judgment. He 
was, therefore, of opinion that the con- 
tention of the appellants was well 
founded and that the true rule ought 
to be that the foreigner should, when 
the damages as assessed or agreed 
upon were in foreign currency, receive 
under the judgment neither more nor 
less than that sum, and that the proper 
date to ascertain that was when the 
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entry of judgment was being made ,y, 
the purpose of making the judgmen, 
available.” ; 


Let Laws Destroy 
Incentive to Insure 


IF LOSSES EXCEED PREMIUys 








Campaign for Justifiable Lezislatig, 
on T. & P. Cannot Injure Marine 
Insurance Interests 





Coming to the defense of brokers anj 
steamship-owners in the struggle pa 
tween those persons and marine ingy. 
ance underwriters for an amendment to 
the Harter Act a leading shipping 
weekly states that “in urging such leg. 
islation, underwriters lose sight of the 
fact that the incentive to insurance jg 
to cover an expected loss and that jt 
legislation is so framed as practically 
to guarantee recovery to the shipper 
in case of default by the carrier, there 
is no incentive to insure.” Quite right! 

Coverage against theft and pilferage 
losses never should have become a 
major branch of marine underwriting 
and only the active competition of late 
years, brought on by the entry of go 
many new companies into the field, 
brought theft and pilferage clauses ints 
the foreground. 


The risk of theft is not a marine 
peril, and never will be. It was not 
considered by those who originally de. 
fined and enumerated strictly marine 
risks, and by no-stretch of an elastic 
imagination can a theft loss be termed 
an act of God or of the public enemy, 
unless thieves en masse are public 
enemies. To attract large and favor 
able accounts: underwriters began the 
habit of using liberal theft clauses as 
special inducements and the practise 
gained such headway and thieving be 
came so general throughout the world 
that shippers cared more for protection 
against the risks of T. and P. than the 
marine risks. Within the last twelve 
to eighteen months the reaction set in 
against insuring every risk which an 
astute broker could think of inserting 
in an application and if Congress or 
some clever genius can through hook 
or crook destroy the incentive to ir- 
sure against theft and pilferage he will 
secure the everlasting gratitude of nine 
tenths of the American underwriters. 
There is no profit writing T. and P. 
covers. 

To say “that the incentive to insur 
ance is to cover an expected loss” 
might be disputed by automobile uw- 
derwriters of collision insurance. Since 
motor cars began to depreciate rapidly 
in market value automobile loss depart: 
ments have halved their lunch hours in 
order to accommodate the thousands of 
policyholders who not only expected 
losses but managed to see that they 
materialized. The function, however, 
of insurance is to offer protectioa 
against unexpected losses, casualties 
which a manufacturer or shipper cal 
not foresee and to offset which he cal 
not make proper readjustments in his 
prices. Expected losses should constr 
tute an item in the annual balance 
sheet and not be shifted to the insur 
ance companies. : 

“Nauticus” struck a deep chord whet, 
ostensibly in protest against the aggres 
siveness of marine underwriters it 
wrote: “The object of insurance is pri- 
marily to offer indemnity for 10ss-pro- 


ducing contingencies and as soon 2 ' 


the law provides a remedy for every 
known contingency, there will be an end 
to the forms of insurance which have 
caused some underwriters to urge more 
stringent laws as to carriers’ liability. 
Good riddance to theft and pile 
although we are not so swayed by feel 
ings of optimism as to expect that the 
insurers can shortly afford to decrease 
their T. and P. rates. 
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Hired Away Agents; 
Enjoined By Court 


LITIGATION IN WISCONSIN 





Time Insurance Company’s Action 
Against Supreme Casualty; Thirty 
Agents Involved 





Milwaukee, Wis., Sept. 7.—Suit for 
damages of $50,000 has been filed in 
Milwaukee by the Time Insurance Com- 
pany against the Supreme Casualty 
Company, the complaint alleging that 
the defendant company, recently or- 
ganized, sought to undermine the plain- 
tiff company by hiring away all its 


nts. 
seit the filing of the suit by Roehr 
& Steinmetz, attorneys for the Time 
Insurance Company, an injunction in 
Milwaukee was obtained from Circuit 
Judge Gustave G. Gehrz, restraining 
John J. Tague, Elmer J. Coats, W. E. 
Wolfe and John J. Hansen from hiring 
and enticing the plaintiff’s agents in 
Milwaukee, Superior, La Crosse, Osh- 
kosh, Racine, Kenosha and other Wis- 
consin cities. 

Tague, the complaint alleges, was, 
until May 1, assistant secretary of the 
Time Company; Coats was an adjuster 
of claims; Wolfe a special traveling 
and district agent for the company; 
Hansen had been local and district 
agent at Oshkosh and Rio. 

Tague is now president of the Su- 
preme Casualty Company; Hansen vice- 
president; Coats, secretary; and Wolfe, 
assistant secretary, it is claimed. 

The complaint alleges that they tried 
to break the confidence of agents of 
the Time Company by telling them it 
was about to be sold to a Chicago com- 
pany, which would put it out of busi- 
ness. 

Thirty agents of the Supreme Cas- 
ualty Company also are subject to the 
orders of the injunction. 





OTHER INSURANCE 

The Pacific Mutual discusses this 
question in its non-cancellable form, 
“Have you any insurance against acci- 
dents or sickness in other companies 
or associations?” as follows: 

“This question calls not only for the 
name of the company in which other 
accident and sickness insurance is car- 
ried, but also for the amount of the dis- 
ability indemnity. This is an extremely 
important feature in passing upon ap- 
plications. Unfortunately, a number of 
agents have not deemed it necessary 
to insert the amount of the insurance 
carried in the other companies, giving 
the name of the company only. This 
omission causes delay and possibly the 
rejection of the risk. In all cases 
where insurance is carried in other 
companies the amount of weekly or 
monthly indemnity of this other insur- 
ance must be given as respects each 
policy carried. 

“Hereafter applications lacking in 
this respect will be returned without 
attention, as the Company cannot in- 
telligently pass upon the risk unless it 
has before it all the facts in connection 
with other insurance carried.” 





Draws Moral From 
Public Fund Theft 


CORPORATE SURETYSHIP TOPIC 





Vice-President Coulter, of Fidelity & 
Deposit, Shows Benefits to Public 
and the Community 





“Newspapers in the central states re- 
cently devoted much space to the story 
of a county treasurer who confessed 
the theft of $14,303 from public funds 
after he had made an unsuccessful ef- 
fort to convince the police he had been 
held up, beaten and robbed,” states 
Vice-President Coulter, of the Fidelity 
& Deposit. “This official. a man with 
four children, who had influential rela- 
tives, said he went into debt during his 
campaign for re-election. He was rob- 
bing Peter to pay Paul. 

“Here was just one more instance of 
a public officer finding himself in diffi- 
culties as he was about to relinquish 
his post. It was another argument in 
favor of corporate suretyship to pro- 
tect the public against shortages of 
cash—and shortages of honesty. 

“Nevertheless, the lesson that could 
be read in this and many other reports 
of public officials’ difficulties has not 
been taken very much to heart in some 
quarters. A middle western city, a 
state capital, reported a short time ago 
that the state treasurer’s bond for half 
a million dollars was supplied by a 
surety company, the state auditor’s by 
three personal friends and the Attorney 
General’s by another indemnity com- 
pany. The secretary of state was bond- 
ed by a number of men. 

“A surety company that knows the 
hazards of perry sunety for public 
official bonds en ‘ors*to educate the 
public in the advantages of corporate 
protection, Failing to make a com- 
plete job of converting the  per- 
sonal surety before he has risked his 
estate and future happiness for a 
friend, the surety company talks to the 
official afterwards and shows how it 
can help him. 

“Examination of the bonds required 
from public officials discloses the fact 
that a larger amount is very often de- 
manded by the law than could be lost 
by the officeholder. Take the case of 
a county treasurer who is compelled by 
law to file a bond of $100,000. He and 
his sureties believe, with the system in 
operation in his office, that it would be 
almost impossible for a loss of more 
than $25,000 to develop and he would 
be willing to indemnify his personal 
sureties for that amount. The premium 
on such an indemnifying bond would 
be considerably smaller than would 
have to be paid on the full amount of 
the bond. 

“The bonds that have been executed 


‘to indemnify personal sureties are a 


distinct improvement upon the straight 
personal risks, but they cover only part 
of the ground. Many public officials 
have yet to realize the advantages 
growing out of the corporate surety 
agreement covering the entire amount 
of the statutory bond, but every tangle 
growing out’ of unbalanced books (or 
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unbalanced minds) drives the lesson 
home in some community. The pity of 
it is that the effect of one crash is felt 
as a rule in a small circle only, instead 
of being taken to heart in other quar- 
ters. 

“Representatives of surety companies 
have unearthed the fact that a man who 
is asked to become personal surety for 
one Official, and accepts, generally finds 
himself on a number of bonds. The 
more prominent the personal surety is 
in the community, the more friends he 
has in public and pnivate life...He is 


likely to grant one request -after an- 


other, and may go along for years with- 
out any trouble. But a weak link de- 
velops in the chain sooner or iater. 

“When a rich man dies, and the law- 
yers file the appraisal of his estate, 
the public almost invariably wonders 
at the number of worthless securities 
he has accumulated. Some of these 
‘cats and dogs’ he had bought with his 
eyes open. He knew what they were, 
but for reasons of friendship or policy 
he took them. Other items were just 
as painful a surprise to him as they 
were to his heirs. The keenest judg- 
ment, for the reasons stated above, has 
not been able to function 100 per cent 
efficiently in investments. 

“Just so when a man invests in 
human nature. Most of the men on 
whose bond he has gone are worthy of 
his trust, but in the final show-down 
the appraisal which comes with the 
years, some of the ‘cats and dogs’ are 
seen in their real light.” 





BUDLONG HONORED 
Vice-President Bankers Accident Elect- 
ed Chairrnan Executive Committee 
at French Lick Convention 


The selection of E. C. Budlong, vice- 
president of the Bankers Accident of 
Des Moines, as chairman of the execu- 
tive committee of the Health & Acci- 


dent Underwriters Conference at its 
meeting last week at French Lick 
Springs, from which position he will 
next year be advanced to the presiden- 
cy, if the usual custom of the Confer- 
ence is followed, is a recognition of the 
faithful work he has done in the oner- 
ous kut thankless position of secretary 
of the Conference for some six or seven 
years past. 

Mr. Budlong has been a tireless work- 
er for co-operation among companies 
in the accident and health field, and 
the elimination of competition of a de- 
structive character. He has had ex- 
perience in every field of insurance, 
fire, life and casualty. An easterner 
by birth. his first insurance experience 
was in the home office of Starkweather 











& Shepley at Providence, R. I. He de- 
cided, however, that fire insurance was 
not wholly to his liking, and shifted to 
the life field, representing the Man- 
hattan Life for a number of years at 
Denver, Col. He was very successful 
in that work but got into his real field 
when he entered the accident and 
health business. He has made a repu- 
tation in that field both as an under- 
writer and an agency manager, and is 
also known as an especially clever writ- 
er. His company’s bulletins are widely 
read ‘by insurance men all over the 
country. 

The re-election of President W. R. 
Sanders of Cincinnati was in line with 
the policy of the Conference to give a 
second term to an executive who has 
demonstrated his fitness for the place 
during his first term. W. W. Dark of 
Indianapolis was chosen to succeed Mr. 
Budlong as secretary. 





RIEKE BEGINS CAMPAIGN 


Special Representative For National 
Association of Insurance Agents 
At Work in Pennsylvania 


An aggressive campaign, having for 
its aim the re-organization of the Penn- 
sylvania Association of Insurance 
Agents, was started September 6, by 
Karl Rieke, special field representative 
for the National Association. The need 
for a live local agents’ organization in 
that state has been felt for some time, 
and a real interest in revivifying the 
old association has been evinced by 
many of its former members. 

The state will be thoroughly can- 
vassed by Mr. Rieke, who has already 
secured the co-operation of a number 
of the larger agents. As soon as suffi- 
cient locals have re-enlisted, a meeting, 
preliminary to permanent organization, 
will be held. 





FEDERATION’S SAFETY DRIVE | 


The Insurance Federation of Pennsyl- 
vania is co-operating with the National 
Board of Fire Underwriters, the Na- 
tional Bureau of Fire Prevention and 
the State Fire Marshal’s office in 
moves and measures to bring about 
a diminution of fire waste and in the 
conservation of life and. property. A 
Fire Prevention Drive is being organ- 
ized throughout the State, which will 
continue from October 1 to 15. Ray S. 
Brown of Brown & Koch, Allentown, is 
chairman of the Allentown and Lehigh 
County committee. William M. Good- 
win, of Hildenberger & Goodwin, is 


chairman of the Bethlehem committee. . 


George N. Biesel is chairman of the 
Easton committee. 
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$28,500,000.00 


has been paid to Continental poli- 
cyholders or their beneficiaries as 
indemnities for loss of business 
time by accident, or for accidental 
loss of sight, limb or life, or for 
loss of business time by sickness. 


In every city of the Union and 
in Canada we are protecting many 
thousands of business and profes- 
sional men. Continental Accident 
& Health Policies SELL and stay 
sold—Good openings for the right 
man. 
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Premiums of $1,706,000 
The Utica Mutual Insurance Com- 
mv has declared a 23 per cent divi- 
4 according to Utica newspapers. 
the year which closed June 30 
miums written amounted to $1,706,- 
The Utica Mutual maintains a 
rd at Faxton Hospital, that city. 
e sees 
’ Travelers Counters in Place 
ch to the relief of the whole Trav- 
ss’ organization in ‘the new head- 
ua ers at 55 John Street the counter 
ach department is now in operation 
he ground floor and the congestion 
"the elevators and throughout sev- 
§ floors of the building is at an end. 
an the Travelers moved in to the 
w building about May 1 it was neces- 
ry to put the counters on some of the 
er floors pending rearrangement to 
the Trayelers’ needs. This is now 
gplete and when some rearranging 


gfthe floors above has been completed 


ie Travelers will have for its use the 

» building except a limited space 
which tenants hold long-term leases. 
oy ss. 8 


ple Public Liability Claims 
mmple public liability claims are 
by the Travelers as foliows: 
Wm the course of a basketball game, 
‘wlayer rushing for the ball, 
minst a spectator, severely lacerating 
pectator’s nose. Claim was direct- 
ainst the owner of the premises 
4 settlement was effected because 
wner did not have the section set 


6 for spectators properly guarded. , 
Woman of 58 vjsited a store. An } 


loyee opened a crate of chickens 
ey ran about the premises pro-;)) 
uously. 
ken and hurt her nose and chest. 
Sured was the owner of an apart- } 
house. 


The woman tripped over | 


Vicious dog on premises. jj 


WILLTAM-STRE EST 


problems. “Can you beat this?” asked 
one of them. “The owner of an auto- 
mobile secured a binder on his car at 
12 o’clock, noon. -At 2 o’clock he had 
an accident and at 4 o’clock the same 
afternoon he had another accident.” 
Another in the group was aghast at an 
accident record piled up in a few days 
by one modest manufacturing plant, 
there being no less than eight claims 
in a few days. Something out of kilter 
there, he thought. “Whad’ya know 
about this fellow?” piped up a third 
investigator. “Here’s a man who car- 
“ries property damage insurance, cov- 
ering claims which might be incurred 
through his car smashing other folks’ 
property, trying to collect when some- 
body else hits his car, although he has 
no coverage of that sort.” 





WATCH MOVE BY KELLY CO. 


Move For Dissolution Stirs New Inter- 
est in Suit by the General Acci- 
dent of Perth 


Application for the formal dissolution 
of the John A. Kelly Company, of which 
John A. Kelly is president and Phillip 
Smyth is secretary, has aroused new 
interest in the litigation brought against 
the corporation by the General Acci- 
dent, Fire & Life Assurance Corpora- 
tion, Ltd., of Perth. A certificate filed 
in the office of the Secretary of State 
by Kelly and Smyth sets forth that the 
directors deemed it advisable to dis- 
solve the corporation and certifies that 
at a meeting of the stockholders. held 
\you August 10, the holders of all the 
‘capital stock voted in favor of the dis- 
solution. 


| The claim made against the Kelly 
“Company. by the General Accident, 


| 


pl boy twelve years old attacked which is the subject of proceedings be- 


itten. 
"Gustomer 


and wife lined up withi§ 


at meat counter in large grocery §}JT., referee, is that certain premiums 


Immediately above was a con-/f} 


iwere collected which were not paid 


used for distributing articles tog 


sections of the store. Butcher 
pi a ham toward the conveyor. 
bad. Flight of ham stopped bv 
t contact with customer’s head. 
sewife watching with interest 
carrier returning with her change. }j 
pr left track and struck her in the} 

Severe lacerations, 


yner of apartment house took out 
een for repairing. His employee 
ed it and failed to fasten it se- 
A child five years old, member jf 
mily occupying an apartment on } 
h floor, leaned against the screen 
ell to the roof of an adjoining} 
ng, fifty feet below. Concussion’ 
in, fractured spine and complete ff 
ysis resulted. | 
mer of apartment purchased a safe. 


Wire it was being pushed through the | 


ior toward the elevator, an iron 
dropped off and badly damaged 
bot of a tenant. 
P glass had been broken from the 


‘door of an apartment house. Ten- : 


Meattempted-to push the door open 
fep"'ting his hand against it, and 
=rely bruised his chest. 


=man was purchasing top for a smal: . 
Child experimenting with top ' 
, and loss adjustment. 


= coil spring let go, severely lacer- 
the child’ 8. hand. 


Damane euias aie Weird 
age in the claim devartment 
Dor onolitan office of the Fide} 
‘a8ualty are sometimes confront- 
odd and peculiar claims and 


fractured # 


William Otis Badger, Jr., and Joseph 
Thurlow Weed are council for the Gen- 
eral Accident and Cardozo & Nathan 

mrepresent the John A. Kelly Company. 





AppLy NEW PLATE GLASS RATES 


Some Companies Effect Reduction as 
of September 1, Instead of 
Month Later 


The new rates on plate glass were 
put into effect September 1 bv severa! 
of the 34 companies who are guided 
bv the advisory rates made bv W. F. 
Moore. The rates were to he effertive 
October 1, but it was agreed that sveh 
of the companies as might desire could 


‘Yijallow them to become onerative a 
Sane earlier. The new rates as ador- 


generally bv the companies will 
, Produce a lower premitm charge in 
| ahout fortv states. the obiect beine to 
take care of the reduction in the market 
nrice of plate glass, which of course has 
a direct bearing on replacement cost 


” 





CONTINENTAL CONTEST 
The Continen Casualty azents 
arted September 1 on the third an- 
nual ninetv day commercial accident 
and disability contest. 








The “‘Home’”’ of Automobile Insurance 


Chester M. Cloud 


Metropolitan Agent 
Automobile Dept. 


The Home Insurance Co., New York 
59-61 Maiden Lane 


Phone: John 1363 











SURETY 
BONDS 





“OUR BONDS GUARANTEE INTEGRITY” 


CASUALTY 
INSURANCE 


NEW YORK 


CHARLES H. HOLLAND, FRESIDENT 








C. A. CRAIG, President W. R. WILLS, Vice-Pres. C.R. CLEMENTS, Sec. & Treas. 


The National Life and Accident Insurance Company 


NASHVILLE, TENNESSEE 


Industrial, Life, Health and Accident Insurance 
in ONE Policy 











BOSTON 
Paid-In Capital $1,500,000 





. BUSINESS=-BUILDERS 


DEVELOPING 
‘ ii Fidelity and Surety Bonds, Liability Workmen's 
cao Compensation, Automobile, Accident, Health, 

’ Burglary and Plate Glass INSURANCE 


———— APPRECIATE THE CO-OPERATION OF THE 


Massachusetts Bonding and Insurance Company 





T. J. FALVEY, President 
Write For Territory 





SHERIDAN APPOINTED MANAGER 


Heads Branch Office of American Sure- 
ty Company at Madison and 
Forty-Second Street 


The new branch office of the American 
Surety Company, in the National City 
Building at Madison and Forty-second 
street, is now under the management 
of Albert E. Sheridan, for fifteen years 
attacked to the home office of the com- 
pany, although in recent years at the 
head of the Excise Reinsuring Com- 
panies. The opening of the new branch 
does not affect the burglary insurance 
agency of the American Surety which 
Nathan H. Wells conducts in the Cana- 
dian Pacific building at Madison Avenue 
and Forty-third Street. 


NEW BOSTON MANAGER 
Thompson 8. Sampson, of Tucker, An- 
thony & Co., Boston, has been made 
Boston manager of the Maryland Cas- 
ualty.. He is a Harvard man. 
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THE NATIONAL 
of DETROIT 


Eastern Dept. tern Dept. 
49 Maiden Lane Westae Bldg. 
New York San Francisco 
Northwestern Dept. 
Palace Bldg. 


Minneapolis, Minn. 
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